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Most direct route between you 
...and anywhere in California! 


No red tape—no costly delays—when you use Bank of America’s state- 
wide system of 543 branches for the direct routing of collection and 
remittance items. Cash letters may be sent directly to any one of the 330 
California communities in which this bank is located and your account 
credited the same day they are received. This reduces float. It also means 
rejected items, returned directly by the branch, reach you days ahead of 
items traveling through usual channels. To inquire about this unique 
correspondent service, write Corporation and Bank Relations Depart- 
ment, Bank of America, 300 Montgomery Street, San Francisco or 660 
South Spring Street, Los Angeles. 


the bank that, browd. Collifernia — 
Bank of America 


NATIONAL fRYSVS2 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

















THIS SHIP SAILS UNDER AN UMBRELLA! 


It’s an umbrella of insurance protection . . 


. and it benefits you 
as well as ship and shipper. Under Ocean Marine coverage—one of 
the many classes of insurance written by The Home through its agents 


and brokers—both the hull and cargo can be insured against damage 


or loss. Thus, America’s merchants and manufacturers—as well as 


her merchant fleet—are sheltered by this umbrella of protection. 


Every Home agent can offer the full facilities of Home's Marine 


Department—whether he is located in a seaport or a thousand miles 


from the ocean. As always, your local agent is the man to see! 





The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry. 


This ad will appe 


page size in the following pu 


TIME July 19 - 
WEEK July 31 


‘ 
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SATURDAY 


U. S. NEW 


or in full color, full 


EVENING POST July 24 - 


WATION’S BUSINESS August 


blications 


BUSINESS 


$ & WORLD REPORT August 20 


vx Your HOMEtown Agent can serve you well—see him now! 


* THE HOME* 
CSusuranuce Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE +» AUTOMOBILE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 





P.S. to Sunday sailors — 

You don't have to own a liner to benefit 
by Home's sea-going insurance. From an 
outboard motorboat to a yacht, there's 
an “insurance umbrella” to fit your craft. 
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There are steadily increasing 
signs that the economic health of 
our agricultural population, hence 
that of the country as a whole, is 
going to depend for a time on the 
extent to which our farmers are 
able to divert their overall produc- 
tion into meat, milk and eggs. While 
that admittedly is not the complete 
and perfect answer, it does seem to 
point in the right direction. 

In its Agricultural Letter of July 
2nd dealing with the severe cut- 
back in acreage allotments and the 
impending rigorous enforcement of 
measures calling for “cross com- 
pliance,” the Federal Reserve Bank 
of Chicago makes substantial refer- 
ence to “a search for alternative 
types of programs which would en- 
able the nation to live with excess 
capacity in agriculture without 
bringing severe financial distress to 
many rural communities.” 

“A suggestion which has acquired 
some following,” continues’ the let- 
ter, “is to promote a shift to grass 
and livestock. This is the type of 
adjustment which would normally 
take place if market prices were 
left free to guide producers and 
consumers. It is the type of adjust- 
ment that will occur under the 
present program also, but largely as 
a by-product rather than as an ac- 
cepted objective. 

“It would have the effect of re- 
ducing total food supply since it 
takes about seven calories of feed 
consumed by livestock to make one 
in the form of meat, milk or eggs 
for human consumption. Further- 
more, shifts from grain-consuming 
livestock to grass and roughage- 
consuming livestock further reduce 
the output of food per acre. Agri- 
cultural economists at Purdue Uni- 
versity point out, for example, that 
a shift from corn and hogs ‘to grass 
and beef reduces the total output of 
meat to about one-fourth, as meas- 
ured on a caloric basis. . . 

“It is pointed out that this pro- 
gram would promote soil conserva- 
tion and that land of improved 
productivity would be available for 
immediate use whenever the de- 
mand arose. Furthermore, insofar 
as it increased the number of live- 
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Fnom Where We Sit... 


There's a Better Way 


stock on farms, these animals would 
be available for slaughter if the 
need arose. Hence, the program 
would provide an ‘ever-normal 
granary’ in the form of livestock 
rather than grain. A 10 million in- 
crease in the number of cattle on 
farms would be equivalent to the 
storage of about 500 million bushels 
of corn.” 

But the letter also mentions a 
suggestion of the Purdue economists 
that, “to encourage such a shift at 
the present time and to minimize its 
effect on farm income, payments be 
made to farmers for land planted to 
grass and legumes.’ The payments 
would be in proportion to the pro- 
ductive capacity of the land. Farms 
and ranches in which most of the 
land is used for hay and pasture 
would receive most of the pay- 
ments, but the producers of cash 
crops such as wheat and cotton 


would benefit from reduced acreage: 


and higher prices for these crops. 
But prices would not be so high as 
to interfere with the marketing of 
the available supply.” 

And there, again, is the rub. We 
would be attempting under this 
scheme to pursue a course cal- 
culated, at one and the same time, 
to hold prices up for the benefit of 
the producer and to make them low 
enough to be attractive to the con- 
sumer. And for the market price 
there would still be substituted 
somebody’s arbitrary notion of 
what the consumer should pay and 
what the producer should get. And 
the same agency or group would 
have to determine by some arbi- 
trary device or formula just how 
much the owner of which piece of 
land, based on its productive capac- 
ity, would be entitled to in the 
way of compensation for conserving 
his soil. All of which adds up to a 
continuation of much the same sort 
of unworkability as that with which 
we are now contending. 

We can tinker with prices, but 
we can’t remove their effect on the 
production, consumption and dis- 
tribution of the commodities in- 
volved, and that effect will, in the 
very nature of things, be precisely 
the opposite of the effect desired. 





All real progress toward the at- — 
tainment of the much sought a/ter 
condition of equilibrium between 
supply and demand will consist in 
the finding and development of 
profitable outlets for our agricul- 
tural production rather than in the 
curtailment of production to con- 
form to an insufficient demand. And 
we see in the current situation just 
one little facet toward which it 
seems especially worth while at the 
moment to direct the attention of 
our readers. 

That facet is the program of the 
National Dairy Council which, in 
the words of its president, Milton 
Hult, “is, and always has been, 
fundamentally a program of re- 
search and education . . . built to 
stress the essentiality and the need 
for dairy foods.” 

The Council has administered 52 
basic nutrition projects since 1940. 
Indicative of the high plane upon 
which they are conducted is the 
fact that 16 colleges and univer- 
sities and 4 non-university labora- 
tories participated, and that the 
projects represented a total invest- 
ment of dairy funds amounting to 
more than $555,000. All Council 
educational materials and profes- 
sional advertisements about dairy 
foods bear the Seal of Acceptance 
of the American Medical Associa- 
tion and/or American Dental Asso- 
ciation. 

The dairy and closely related in- 
dustries have placed at the dis- 
posal of the National Dairy Council 
and its affiliates, some $3,000,000 
annually with which to persuade 
the American people to use the 
amounts of milk and dairy foods 
essential to good health. 

It is interesting to contemplate 
what might have been achieved in 
this direction by the intelligent ex- 
penditure of some small fraction of 
all the hundreds of millions of dol- 
lars that have gone down the drain 
in a vain effort to support prices 
by government decree rather than 
by going out and doing a job of 
selling. 


Editor 
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We Introduce a New Section 


Daily fluctuations in agricultural 
supply and demand _ conditions, 
along with their impact on the 
prices of the commodities involved, 
are important, to be sure; but un- 
Coe Bg ee rer rer rire ee ee less they are related to underlying 
conditions, both in this country and 
abroad, and given the perspective 
provided by a periodical review of 
the factors involved, it is more than 
likely that they will be wrongly in- 
terpreted, and that their signifi- 
cance will be lost. 

It is with the thought of helping 
the banker to see all current agri- 
cultural developments in their true 
gd. Bh eh Bead wed aaa a ale adeaeal perspective, that BANKERS MONTHLY 
is this month establishing a section 
ED oc Fe a gsc aca h ac heae a alinxe!w'6 8 ote a elolanala eee entitled THE FARM OUTLOOK, 
which will be prepared by R. W. 
Cox and S. A. Engene, associate 
professors of Agricultural Eco- 
nomics at the University of Minne- 
sota. 
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The Top of the 


GOOD NEWS 


Bank earnings in 1954, the opti- 
mists had said, would hold near 
their record 1953 level. Last month 
even the optimists were taken 
aback. First half figures were sur- 
prisingly good, consistently better 
than a year earlier (see table). The 
trend extended from Wall Street to 
La Salle Street to Montgomery 
Street (see cover). Though bank 
earnings might still compare rather 
unfavorably with earnings of in- 
dustry in general, they had been 
improving. 

In back of increased first half 
operating earnings was a greater 
volume of earnings assets, which 
more than offset lower rates. (On 
June 30 loans and investments of 
weekly reporting member banks in 
leading cities were up 6 per cent 
from a year earlier, due mostly to 
larger holdings of Governments.) 

Income on securities was sharply 


Financial News 





higher; commission and fee income 
was generaily up, too; income on 
loans was about the same to a bit 
lower. One bank, New York’s Irving 
Trust, reported that while interest 
on loans had dropped 7 per cent 
from a year earlier, interest and 
dividends on securities had jumped 
56 per cent, and fees, commissions 
and cther income had risen 19 per 
cent. 

Nets were further sweetened by 
large security profits. Chase Na- 
tional, for example, rang up a profit 
on securities of 31 cents a share. 
In the first half of 1953 it lost 2 
cents a share on securities. 

With the excellent first half earn- 
ings reports in front of them, in- 
vestors and traders sent bank stocks 
generally higher on moderately 
Leavy volume—even though the 
full effects of lower rates had yet 
to be felt. 





FIRST HALF PER- 


SHARE EARNINGS 


(ADJUSTED) 
Net Operating Indicated Earn.— 
Earnings Net Profit 
1954 1953 1954 1953 

Anglo California National Bank $2.42 $ 2.18 $ — $ — 
Bankers Trust Co. 2.21 ive — —_— 
Bank of America N.T. & S.A. a — tae 1.45 
Bank of California N.A. ms — 2.32 1.98 
Bank of the Manhattan Co. 1.41 1.32 — 
Bank of New York 15.75 14.50 — —_ 
California Bank — — VZS 1.40 
Central National Bank of Cleveland 1.58 1.39 —- — 
Chase National Bank a — 2.08 1.71 
Chemicéal Bank & Trust Co. — _ 1.94 1.85 
Citizens National Trust & Savings 

Bank of Los Angeles — ee 3.62 3.42 
Detroit Bank 3.02 2.19 — — 
First National Bank of New York — — 12.51 11.63 
Guaranty Trust Co. 3.27 2.01 — — 
Harris Trust and Savings Bank —_ — 15.31 12.72 
Irving Trust Co. ; 85 81 — — 
Manufacturers Trust Co. 2.84 2.81 — — 
Marine Midland Trust Co. 2.18 1.91 —_— —_ 
National Bank of Detroit 2.00 1.63 — — 
National City Bank of New York and 

City Bank Farmers Trust Co. 2.21 2.04 2.78 2.07 
New York Trust Co. 4.46 4.36 — — 
Security-First National Bank 

of Los Angeles 2.31 1.92 2.55 1.99 
Valley National Bank of Arizona — — 1.50 .88 








FREDERIC A. POTTS 
In Philadelphia, a unique plan. 


LOAN POOL 


Eight Philadelphia banks last 
month tried something unique in 
that city’s financial history: They 
teamed up in a joint loan pool. 
From the $22 million pool they set 
up, construction loans were to be 
made to developers of Penn Center, 
a $100 million office building and 
transportation center project. 


The eight banks: Central-Penn 
National, Fidelity-Philadelphia 
Trust, First National, Girard Trust- 
Corn Exchange, Pennsylvania Co. 
for Banking & Trusts, Philadelphia 
National, Provident Trust, Trades- 
mens Land Title Bank & Trust. 
Named to a committee representing 
the group were Frederic A. Potts 
(Philadelphia National), William L. 
Day (Pennsylvania Co.), and Geof- 
frey S. Smith (Girard Trust). 


RECORD YEAR? 


The marketing of new tax- 
exempt bonds this year, said 
Halsey, Stuart & Co., Inc., probably 
will set an all-time record. Already 
in the first half, the big bond house 
observed, new issues of $3.7 billion 
had hit the market. That was far 
ahead of the previous highs of $2% 
billion in the first halves of 1952 
and 1953. 

“While the heavy end of the 
calendar of new offerings for 1954 
seems to be behind us,” said Halsey, 
Stuart, “the supply is hard to fore- 
cast and there are many issues— 
some of them large ones—being 
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Loans and Discounts 


Other Assets 


Capital Stock 
Surplus 


Time Deposits . 
Demand Deposits 


Epwarp FE. Brown 
Chairman of the Board 


J. D. Farrincron 
President, Chicago, 
Rock Island and Pacific 


Railroad Company 


James B. ForGan 
Vice-Chairman of the 
Board 


Watter M. HEYMANN 
Executive Vice-President 


Henry P. IsHAmM 
President, Clearing In- 
dustrial District, Inc. 


James S. KNOWLSON 
Chairman of the Board 
and President, 
Stewart-Warner Corp. 


Homer J. LivincsTon 
President 










, 1954 


Cash and Due from Banks ‘ 
United States Government Obligations ‘ 
Other Bonds and Securities 


Other Undivided Profits ; 

Discount Collected, but not E ened 
Dividends Declared, but Unpaid 
Reserve for Taxes, etc. 

Liability Account of Acceptances 


Deposits of Public Funds 


The First National Bank 
of Chicago 


Statement of Condition June 30, 1954 


ASSETS 


Real Estate (Bank Buildings and Adjavent Property) 
Federal Reserve Bank Stock 

Customers’ Liability Account of Acceptances 
Interest Earned, not Collected 


LIABILITIES 


$ 538,229, 455.47 






$ 613,269, 291.99 
795, 010,350.81 
118,027, 712.16 

1,202,648, 686.61 
1,814, 286.15 
5, 850, 000.00 
2,164, 745.67 
8,514, 532.65 
1,441,781.17 
$2, 748, 741,387.21 


90,000, 000.00 
105, 000, 000.00 
4,515, 722.42 
2,185, 922.33 
1,800, 000.00 
27, 620,635.06 
2,256, 580.17 


1,728, 297, 109.19 
248,835,962.57  2,515,362,527.23 


Board of Directors 


Hucuston M. McBain 
Chairman of the Board, 
Marshall Field & 
Company 


Benttey G. McCLoup 
Banker 


Harry C. Murpuy 
President, Chicago, 
Burlington & Quincy 
Railroad Company 


Louis B. NEUMILLER 
Chairman, 
Caterpillar Tractor Co. 
James F. Oates, JR. 
Chairman, 
The Peoples Gas Light 
and Coke Co. 


Crarence B. RANDALL 
Chairman, 
Inland Steel Company 
GiLBert H. ScrIBNER 
Winston & Company 


since 1863 


The First National Bank 


of Chicago 


$2, 748, 741,387.21 


United States Government obligations carried at $311,031,281.45 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


R. Douctas STUART 
Director, 
Quaker Oats Company 


Louis WaRE 
President, 
International Minerals 
& Chemical Corp. 


C. J. WHIPPLE 
Chairman of the Board 
Hibbard, Spencer, 
Bartlett & Co. 


Joun P. Witson 
Wilson & MclIlvaine 


Rosert E. WILSON 
Chairman of the Board, 
Standard Oil Company 
(Indiana) 


Rosert E. Woop 
Chairman, 
Finance Committee, 
Sears, Roebuck and Co. 
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prepared for this year’s market. The 
outlook seems to be that, while 
appreciably lower yields are not 
anticipated, the remainder of the 
year will see a steady supply of 
new issues moved into the market 
in the same orderly fashion that 
marked the first six months.” 


DEBT MANAGEMENT 


To the surprise of no one, the 
Treasury last month borrowed $3.5 
billion in cash via a 1 per cent tax 
anticipation certificate maturing 
next March 22. (A year earlier on a 
similar issue of TA certificates the 
Treasury had to pay 2% per cent.) 
It also announced terms of an ex- 
change offering for $7.5 billion of 
securities maturing in August and 
September. Still ahead: New money 
raising of $6.5 billion in September 
or October, refundings of $18 bil- 
lion in December. 

The man with the job of man- 
aging this vast operation, said Con- 
gress, should hold a statutory post. 
In short order both houses passed 
a bill creating an Under Secretary 
of the Treasury for Monetary Af- 
fairs. W. Randolph Burgess would 
have a new post, but his $274-bil- 
lion-plus worries remained un- 
changed. 


SEAWAY BOOSTER 


Lewis G. Castle, president of 
Northern Minnesota National Bank 
of Duluth, realized what a boon 
ocean shipping could be to the 
Duluth area. He also thought a sea- 
way between the Atlantic and the 
Great Lakes would be a good thing 
for the nation. So for years he 
worked toward obtaining Congres- 
sional approval of the St. Lawrence 
Seaway. 

But even when Congress, after 
20 years of debate, finally passed 
Seaway legislation, Mr. Castle’s 
work was not done. Last month he 
was named by President Eisen- 
hower to head the St. Lawrence 
Seaway Corporation. His job: To 
work out with Canada actual plans 
for seaway construction. 


CONVERTIBILITY? 


More than a dozen Western na- 
tion currencies, said Investment 
Dealer Arthur Wiesenberger last 
month, “are at or near levels that 
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W. RANDOLPH BURGESS 
New post, old worries. 


would permit convertibility.” The 
senior partner of Arthur Wiesen- 
berger & Co. had just returned from 
a 6-week tour of European financial 
centers. 

The dollar, he observed, “is no 
longer the hoarder’s currency of 
security in Europe; former large 
discounts on Western European cur- 
rencies and black market dealings 
have virtually disappeared with 
enly fractional differentials in ster- 
ling, French francs, Swedish 


kroner, and Spanish pesetas.” Con- 
cluded Mr. Wiesenberger: “Definite 
steps” in the direction of free con- 
vertibility “may be expected this 
fall.” 





STYLES BRIDGES 
New proposal, old philosophy. 





Impact of convertibility on the 
U.S. stock market, he thought, 
could be “spectacular.” 


MERGER MINDED 


® The San Francisco Bank bought 
the 15-office, Transamerica-con- 
trolled Central Bank of Oakland. 
Combined resources: Over $500 
million. 


® While Packard Motor Car Co, 
and Studebaker Corp. awaited al- 
most certain stockholder approval 
of their proposed merger, the finan- 
cial community buzzed about a 
possible Studebaker-Packard- 
American Motors Corp. hook-up. 
Studebaker and Packard officials 
said they weren’t engaged in any 
negotiations with American Motors 
(itself only a month old), but the 
rumors persisted. 


® Fidelity Trust Co. and The 
Colonial Trust _Co., both of Pitts- 
burgh, revealed plans to merge 
under the Fidelity name. The new 
bank would have resources of $230 
million, trust funds of $390 million. 


® First National Bank in Dallas 
and Dallas National Bank neared 
a union under the First National 
name. The merged bank—with re- 
sources of about $730 million— 
would rank among the top 30 banks 
in the U.S. 


® The stock market—with steel 
company shares in the foreground 
—reacted vigorously to talk of 
mergers and acquisitions in the 
steel industry. “Certain substantial 
financial interests,” it was an- 
nounced officially, had offered to 
buy the assets of Follansbee Steel. 
Other rumors, unconfirmed, linked 
Bethlehem Steel and Youngstown 
Sheet & Tube. 


NO MORE SINNING? 


At least two men in Washington 
can see no possible justification for 
continued U.S. deficit financing. The 
Government, they think, should live 
within its means. Last month the 
two men—Senators Harry Byrd, 
Virginia Democrat, and Styles 
Bridges, New Hampshire Republi- 
can—proposed a Constitutional 
amendment that would force a bal- 
anced federal budget in peacetime. 


Declared Senator Bridges: “We 


must pledge ourselves to sin no 
more.” 
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ere's 
something 


YOUR BANK 
CAN DEPEND ON 


The Philadelphia National offers 





you a correspondent connection 
today that is sure to 


meet your needs tomorrow. 





DEPEND ON IT! 


THE PHILADELPHIA 
NATIONAL BANK 


Organized 1803 
PHILADELPHIA 1, PA. 


Member Federal Deposit Insurance Corporation 





Never before have ships at sea been so 
well protected against collisions, storms, 
fire and other hazards. And yet — the 
life preserver is still standard equipment. 


Why? 


occur. 


Because such disasters do 


Similarly, never before have businesses 
been so well protected against employee 
dishonesty — through strong internal 

And yet — 
In fact, they 


controls and regular audits. 
dishonesty losses do occur. 
are growing in size and frequency. 


That’s why your bank — to be 


AEtnNA Casuatty AND Surety Company 





fully protected against financial loss 
from dishonesty — needs adequate, well- 
planned Aitna Blanket Dishonesty In- 
surance. 

Your local A‘tna representative is an 
expert in preparing dishonesty insurance 
programs. He will be pleased to assist 


your bank in the selection of proper and 


adequate fidelity coverages. 


The Aina Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY 
Etna Life Insurance Company 
Etna Casualty and Surety Company 


FIRE ANO MARINE 


Automobile Insurance Company 
Standard Fire Insurance Company 


Hartford 15, Connecticut 





BANKERS MONTHLY 


By A. M. Youngquist Jr. Correspondent: Helmuth Bay 
National Press Bldg. 
Washington, D. C. 


Expect the FHA investigation to last well past adjournment of Congress, 
maybe even into next year. The outlook is for still more revelations of windfall 
profits on "608" deals. 

Here's the tentative schedule for Senate Banking Committee hearings on the 
housing scandals: August 24, New York; August 31, Los Angeles; Sept. 7, New 
Orleans; Sept. 14, Chicago; Sept. 21, Cleveland; Sept 28, New York again, and 
Oct. 5, back to Washington. 

Republicans are finding political ammunition in the housing probe because 
most of the windfalls occurred in Democratic years. Just what use is made of the 
ammunition remains to be seen. 


The Fed is considering a weekly report on country banks. The new statistical 
series would parallel the present one on banks in “leading cities." 


Don't look for many new faces in the Senate's Banking and Finance Committees 
next year. 

Only four members of the current 15-man Banking and Currency Comm. face the 
voters in November. All four are Democrats: Burnet Maybank (S.C.), John Sparkman 
(Ala.), Allen Frear (Del.) Paul Douglas (I1ll.). Senators Maybank and Sparkman 
are in the safe category; Frear and Douglas in the doubtful class. 

Only two races involve present Senate Finance Comm. members. Again, both are 
Democrats: Robert Kerr (Okla.), whose big fight came in the primary, and Frear. 
Edwin C. Johnson of Colorado, another Dem. on the committee, is not running for 
re-election; Clyde Hoey (D., N.C.) died during the current 83rd Congress. 

Of course Senators may change committee assignments between sessions, but 
posts on the powerful Finance and Banking Committees are much sought after and, 
once acquired, usually are held on to. 


Two-thirds of all Small Business Admin. loans have been made with bank 
participation and almost 80 per cent of the participations have been on a deferred 
basis. Says Administrator Wendell Barnes: "This means that these funds most 
likely will never be withdrawn from the Federal Treasury." 


The Fed has been selling bills to sop up some of the excess reserves it 
created by the reserve requirement cut. In the four weeks following the first 


cut, Federal Reserve holdings of bills dropped $425 million. The reduction in 
reserve requirements, you recall, freed about $1.5 billion. 
x * * 


The Government, said President Eisenhower with obvious pride, made a better 
showing than expected in fiscal 1954 by $245 million. That is, the deficit at 
fiscal year-end was $245 million less than the deficit estimated in the Jan. budget. 

His Administration, the President said, had reduced the budget proposed by the 
previous Administration by more than, $10 billion, and cut actual spending by more 
than $6% billion under the amount spent in fiscal 1953. 

The Government, Mr. Eisenhower observed, had come over two-thirds of the way 
toward balancing the budget. At the same time, he pointed out, it had put into 
effect a tax program that would return nearly $7% billion to the people. 

Inflation, the President said, had been halted: The purchasing power of the 
dollar had varied only one half of one cent in the past 18 months. 
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RESOURCES LIABILITIES 


Cash on Hand and in Banks $ 230,298,126.14 Deposits $1,194,772,859.01 
U. S. Government Obiigations 390,089,591.09 
State, County, and Municipal Bonds 55,674,290.09 
Other Bonds and Securities 25,712,729.71 
Siisek ta: Weide Biinens Beale 1,650,000.00 Reserve for Interest, Taxes, etc. 8,624,554.70 
Loans and Discounts 560,056,171.66 , Other Liabilities 1,868,962. 19 
Bank Premises and Equipment 10,895,040.65 
Other Real Estate 1.00 
Customers’ Liability under Acceptances 2,027,261.48 
Accrued Interest Receivable and Surplus 35,000,000.00 

Other Assets 9,147,568.75 Undivided Profits 14,781,733.74 


Total Resources $1,285,550,780.57 Total Liabilities $1,285,550,780.57 
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Acceptances Outstanding 2,030, 112.33 
Reserve for Unearned Discount 8,472,558.60 
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Capital Funds: 
Capital Stock 20,000,000.00 
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United States Government and other securities carried at $149,513,013.38 are pledged to secure U.S. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 
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A Profit-Sharing Retirement 


Plan for Small Employers 


Here's a profit-sharing retirement plan that can be fitted 
to the needs of almost any small business. Standardiza- 
tion of forms and procedures has held its cost to a min- 
imum, while the number of alternative plans available 
to employers assures ample flexibility for their varying 


needs. 


Both the bank's common trust fund and mutual 


fund shares are employed in the investment of employ- 


ers’ contributions. 


By CHARLES G. YOUNG, JR. 
Vice President and Trust Officer, City National Bank & Trust Co., Kansas City, Mo. 


banking territory, the City Na- 

tional of Kansas City has de- 
veloped a profit-sharing retirement 
plan with features that make it 
particularly attractive to small 
banks and business firms. 


T: FILL A NEED in its ten-state 


First offered 18 months ago, the 
City National plan—believed to be 
the first of its kind in the Kansas 
City area—was immediately 
adopted by a substantial number of 
smaller employers and has by now 
had an opportunity to prove its 
workability. It has been adapted to 
fit the needs of banks, retail stores, 
manufacturing establishments and 
service companies. 

It should be noted that this plan 
is not a bonus arrangement, but a 
deferred type of profit-sharing 
plan, established primarily for the 
purpose of providing benefits to 
employees upon death, retirement 
or disability. 

Originated by the bank’s Trust 
Department, the plan was worked 
out jointly with Hamilton Fund, 
Inc.. of Denver, Colo., a mutual 
fund for which City National is 


custodian. It was designed to over- 
come two serious obstacles that 
have heretofore prevented many 
smaller employers from adopting 
retirement plans for their employ- 
ees. These disadvantages have been 
(1) disproportionately high cost of 
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installation and administration; and 
(2) fear that a small trust fund 
cannot be invested as safely and 
profitably as a large one. 

The first of these problems has 
been solved through the use of a 
standardized plan, which materially 
reduces expenses. An answer to the 
second is offered by the mutual 
fund or a common trust fund, or a 
combination of both, which will 
give a small fund the same ad- 
vantages of stability and diversi- 
fication as those enjoyed by a large 
one. 

The unusual feature of our stand- 
ardized plan is its combination of 
uniformity and flexibility. This is 
not the contradiction in terms that 
it might appear to be. The stream- 
lined basic plan allows for certain 
alternative provisions that, in one 
form or another, are acceptable to 
most employers. Moreover, the 
profit-sharing formula is _tailor- 
made to fit the needs and desires of 
the individual employer. 

(Here it should be pointed out 
that current tax laws require such 
plans to contain a definite con- 
tribution formula, fixed in advance. 


CHARLES G. YOUNG, JR. 








But this formula can be, and often 
is, designed so that it applies only 
to the net profit remaining after an 
agreed return on capital, or on 
capital and surplus, has been set 
aside. Usually a limit is set on 
the contribution for any one year, 
and the formula can provide for 
graduated rates, i.e., smaller per- 
centage contributions in years of 
below-average profits. In this type 
of deferred profit-sharing plan, the 
employer assumes no commitment, 
legal or moral, to contribute in any 
year unless profits have been 
earned. The plan is thus less rigid 
than the usual pension plan, where 
the benefits are fixed and the cost 
must be met by the employer re- 
gardless of his profits.) 

In setting up his contribution 
formula for the City National plan, 
the employer has three general 
choices: The first limits his con- 
tribution in any year to a flat 15 
per cent of payroll, the maximum 
amount deductible for income tax 
purposes on account of the current 
year. A second permits a “carry- 
forward,” which is to say that if the 
formula produces a contribution of 
less than 15 per cent, the unused 
portion of this limit can be carried 
forward and used in future years, 
subject to an overall limit of 30 per 
cent of compensation (15 per cent 
on account of the current year and 
15 per cent on account of carry- 
overs). The third choice is de- 
signed to meet the limits of the tax 
laws on contributions where the 
employer has both a pension and a 
profit-sharing plan. 

It is clear, therefore, that the em- 
ployer has considerable leeway in 
setting up his fundamental profit- 
sharing formula. With the City Na- 
tional plan, he also has a good 
deal of choice with respect to other 
details: . 
® Allocation of contributions. The 
plan has been so designed that the 
contribution for any one year can be 
allocated among participating em- 
ployees in direct proportion to their 
salaries, with or without weighting 
to compensate for service or length 
of participation. The amount of the 
annual contribution thus allocated 
to each employee is used to acquire 
shares in the trust fund at current 
value. 


This is accomplished in the fol- 
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The City National's Trust Department. 


lowing manner: At the end of a 
year, each participant is assigned 
one credit point for each $100 or 
other specified amount of compen- 
sation received during the year. If 
the employer so desires and tax 
requirements can be met, the plan 
may also provide for assigning one 
or more additional credit points 
for each year of service or par- 
ticipation. The employer’s contribu- 
tion for the year is then allocated 
among the employees in proportion 
to the number of credit points as- 
signed to each. 


Start at a Dollar a Share 


A share in the trust fund is 
arbitrarily assigned a value of $1.00 
initially. The amount allocated to 
employees out of contributions for 
succeeding years is used to buy 
additional shares in the trust fund 
at their actual 
value. 


current market 


Because the employees’ interest 
in the trust fund is represented by 
shares, it is unnecessary to allocate 
net earnings and the net gain or 
loss on investments for the year 
or to reallocate forfeitures occur- 
ring during the year. The plan pro- 
vides that before any new 
contributions are added to the trust 
fund or before any benefits are 
paid, the actual value of a share 





in the trust fund must be deter- 
mined by dividing the aggregate 
net value of the trust fund by the 
total number of shares outstanding. 
When benefits are paid, the shares 
previously allocated to the par- 
ticipating employee receiving the 
benefits are cancelled. Thus any 
forfeitures would be reflected in an 
increase in the value of the re- 
maining shares outstanding. 
® Eligibility for participation. 
Through the use of appropriately 
placed blanks, the employer may 
require any waiting period he de- 
sires within the limits of the tax 
laws. 
© Payment of benefits. Retirement 
and disability benefits are payable 
in whatever manner the adminis- 
trative committee directs, with the 
consent of the participant. Death 
and termination benefits are pay- 
able in a lump sum to the par- 
ticipant or to his beneficiaries. 
Under the City National plan, 
the employer is provided with 
standard administrative forms for 
(1) notice of eligibility; (2) ac- 
ceptance of application by eligible 
employee to participate; (3) ac- 
ceptance of application by adminis- 
trative committee; (4) designation 
of beneficiary to receive death 
benefits; (5) committee direction 
to the trustee to pay benefits; (6) 
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Continental Illinois National Bank 
and Trust Company of Chicago 


BOARD OF 
DIRECTORS 


WALTER J. CUMMINGS 
Chairman 


J. Q. ADAMS 
Real Estate 


CARL A. BIRDSALL 

President 

CHAUNCEY B. BORLAND 
Managing Owner, Borland 
Properties 

CHAMP CARRY 

President, Pullman Incorporated 


D. A. CRAWFORD 
Director, Pullman Incorporated 


EDWARD A. CUDAHY 

Chairman of the Board, The Cudahy 
Packing Company 

JOHN F. CUNEO 

President, The Cuneo Press, Inc. 


MARSHALL FIELD 
President, Field Enterprises, Inc. 


LAWRENCE P. FISHER 
Director, General Motors 
Corporation 


CHARLES Y. FREEMAN 
Chairman of the Executive Committee 
Commonwealth Edison Company 


JOHN HOLMES 
President, Swift & Company 


THEODORE V. HOUSER 
Chairman of the Board 
Sears, Roebuck and Co. 


JAMES R. LEAVELL 


Banker 


WILLIAM H. MITCHELL 
Partner, Mitchell, Hutchins & Co. 


ROBERT H. MORSE, JR. 
President, Fairbanks, Morse & Co. 


PETER V. MOULDER 

Executive Vice President 
International Harvester Company 
A. W. PEAKE 

President, Standard Oil 

Company (Indiana) 

H. A. SCANDRETT 

Railroad Executive, retired 


FRANK F. TAYLOR 
Vice President 


HERMAN WALDECK 
Executive Vice President 


CHARLES D. WIMAN 
President, Deere & Company 
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Statement of Condition 


JUNE 30, 1954 


RESOURCES 
Cash and Due from Banks....... eeeeeees$ 724,980,054.80 
United States Government Obligations... 1,097,640,014.92 
Other Bonds and Securities..... cccccccee |§6=6146,262, 165.58 
Loans and Discounts..........eeceeeeess  647,441,754.21 
Stock in Federal Reserve Bank........... 5,250,000.00 
Customers’ Liability on Acceptances..... 1,849,505.48 
Income Accrued but Not Collected...... 9,495,691.37 
SERN REGU 00 con ccvsreecnasdeccanes 8,250,000.00 
$2,641,169,186.12 

LIABILITIES 
ORO iecin sirens cwseveees reer Tr $2,396,538,399.68 
POUND. 0 60:s'0v0004000s0ebsikees owe 1,897,670.00 
Dividend Payable, August 2, 1954...... , 2,250,000.00 
Reserve for Taxes, Interest, and Expenses. 10,766,540.20 
Reserve for Contingencies.............. ‘ 18,109,767.08 
Income Collected but Not Earned...... ie 750,795.73 
Capital Stock (2,250,000 shares. Par value $33%) «+++ eee 75,000,000.00 
DOG cesvccwaices evades eas eesesecess 100,000,000.00 


Cavities PRRs ved cic dcicccetadtséensas 35,856,013.43 


$2,641,169,186.12 
United States Government obligations carried at $316,222,538.50 


are pledged to secure public and trust deposits and for other 
purposes as required or permitted by law 


LA SALLE, JACKSON, CLARK AND QUINCY STREETS 
LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 





annual allocation of contributions; 
and (7) annual statement to em- 
ployee of shares allocated to his 
account and their value. 


Among the points on which our 
plan calls for conformity are the 
following: 

e All contributions are made by 
the employer—the employee con- 
tributes nothing. 

® The plan is administered by a 
committee of three participants ap- 
pointed by the employer’s board of 
directors. The committee is em- 
powered to interpret the plan; to 
determine eligibility of employees 
to participate and receive benefits; 
and to notify trustees regarding 
these matters. 

® The plan provides for retirement 
at age 65 unless employment is con- 
tinued at the request of the em- 
ployer and with the consent of the 
employee. No participating em- 
ployee is entitled to receive his in- 
terest in the trust fund until his 
employment is terminated. 


Benefits Pro-rated 


When employment is terminated, 
the employee becomes entitled to 
receive a benefit equal to the full 
current market value of all shares 
allocated to his account, if termina- 
tion is due to death, disability or 
retirement, or if it is due to any 
other cause and he has been a par- 
ticipant for 10 years or more. If 
he has not been a participant for 
10 years and termination is due to 
any cause other than death, dis- 
ability or retirement, then the 
benefit will be equal to 10 per cent 
of the current market value of his 
shares multiplied by the number 
of years he has been a participant, 
and the balance will be forfeited. 

With this brief outline of the plan 
in hand, an interested employer 
will, of course, want and need 
technical advice on the adaptability 
of the plan to his particular cir- 
cumstances, and then, if agreed 
upon, advice on installing it. The 
company attorney should be con- 
sulted and placed in charge of any 
further consideration given the 
plan, but it will be found helpful 
and economical to obtain the as- 
sistance of a specialist in such 
matters. 

Arrangements have been made 
with the consultant who helped 
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ALLOCATION OF ANNUAL CONTRIBUTIONS 


Piscal Year Ended 


Employees' Profit Sharing Plan 


Amount of Employer's Contribution for Fiscal Year $ 


To The City National Bank and Trust Company of Kansas City, Trustee: 


The undersigned has been instructed by the Administrative Committee of the above profit- 
sharing plan to certify to you, on behalf of the Committee, the information supplied be- 
low, which includes a true and complete list of participants in the plan at the end of 
the fiscal year specified above and the credit points to which each is entitled under the 
terms of the plan for purposes of allocating the employer's annual contribution. You are 
directed to complete the allocation of the employer's contribution for the fiscal year 
among the participants so listed in accordance with the provisions of the plan, and to re- 
turn the enclosed copy hereof to the Committee. 


CERTIFIED BY COMMITTEE 


Credit Points 
Assigned 


Employee's 
Name | For Year 19 


Credit Points to be assigned 


ADMINISTRATIVE COMMITTEE 


By 
Page # ecretary 


| 70 BE COMPLETED BY THE TRUSTEE 


Shares Assigned 
to the Account 


Shares 
Cancelled 
During 195 


umbe 


Totals 


THE CITY NATIONAL FANK & TRUST CO., TRUSTEE 
By 


Credit points are based on length of service and compensation. 


create the City National plan to 
provide this service for a nominal 
fee. The pension consultant natur- 
ally works closely with the com- 
pany attorney in determining 
whether a plan is desirable and 
whether this uniform plan, in one 
of its variations, will work satis- 
factorily. 

Through the use of a standard- 
ized plan, with uniform procedures 
and forms, plus the services of a 
consultant at small cost, the City 
National has been able to bring 
down the expenses of designing, in- 
stalling and servicing a profit-shar- 
ing retirement plan. These expenses 
would otherwise be quite high in 
relation to the benefits—especially 
for the smaller employer. 

Second of the obstacles mentoned 
earlier in this article is “fear that 
a small trust fund cannot be in- 
vested as safely and profitably as a 
large one.” The bank’s common 
trust fund provides an altogether 
satisfactory outlet for funds ac- 
cumulating in a small profit-shar- 
ing pension account. There they 
have the advantages of a large fund 


—a balanced program of well 
diversified investments. The com- 
mon trust fund, of course, offers a 
balanced portfolio, i.e., one in- 
vested in both equities and bonds. 
Where the employer desires greater 
emphasis on common stocks, use 
can be made of mutual fund shares, 
either as a substitute or supple- 
mentary investment, without sacri- 
ficing the all-important diversifica- 
tion. 


Big Tax Saving Possible 

There is-no charge for the bank’s 
administration of the common trust 
fund, and the bank’s charges as 
trustee of the profit-sharing fund 
are very small, particularly when 
compared with the indirect costs of 
an insured pension plan. 

Insured pension plans are excel- 
lent in many respects, but it is 
usually the case that the small 
employer is limited to an individual 
policy plan, which is apt to be both 
expensive and inflexible. However, 
City National has found that a 
number of banks with established 
pension plans of this type are sup- 
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plementing them with the flexible | 


deferred profit-sharing plan. 
One final point: It is impossible 






to place too much emphasis on the | 


importance of adopting a plan that 
qualifies for income tax exemption. 
A qualified plan offers tremendous 
advantages to both the employer 
and the employee. 


To qualify, a plan must meet 
many requirements, most of which 
are highly technical. While each 
plan of this sort must be approved 
by the Treasury Department on an 
individual basis, approval has been 
given in every instance where the 
City National plan has_ been 
adopted. Such rulings have been 
obtained from various district of- 
fices, including those in St. Louis, 
Denver, Cheyenne, Wichita and 
Kansas City. 


Under current laws, the employ- | 


er’s contributions are tax deductible 
immediately, but the employee is 
not taxed until he actually receives 
the benefit. Meanwhile, the funds 


are invested tax-free, which can be | 
equivalent to compound interest at | 


4 per cent or more. 
For this reason, and because a 


more liberal investment policy can | 
usually be followed in a profit-shar- | 
ing fund, the benefits received by | 


the employees are, in the long run, 
usually much larger than the same 
contributions to a pension plan 


would provide. Moreover, the em- 
ployer is apt to be more generous 


if a profit-sharing rather than a 
pension plan is adopted, because his 
obligation to make contributions 
will be geared to and dependent 
upon profits. 

























“and | want to assure you that | shall 
welcome suggestions at any time.” 
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Condensed Statement of Condition, June 30, 1954 


Cash on Hand, in Federal Resarve Bank, and Due 


RESOURCES 


from Banks and Bankers . . 
U. S. Government Obligations . . . 
Loans and Bills Purchased . . 


Public Securities . 


Stock of Federal Reserve Bank . 
Other Securities and Obligations 
Credits Granted on Acceptances 


Accrued Interest and Accounts 


Receivable 


Real Estate Bonds and | Mortgages 


Bank Premises 


Total Resources : ae 


Capital (5,000,000 shares - 


Surplus Fund. 
Undivided Profits 


LIABILITIES 


$20 par) . 


Total Capital Funds ey, 3a 


Deposits 


Foreign Funds Becrowed oe: cal ee 
. $ 24,552,941.18 


Acceptances . 


Less: Own Acceptances Held for 


Investment. . . 


Dividend Payable July15,1954 . 


- __12,791,780.02 
$ 11,761,161.16 
3,750,000.00 


Items in Transit with Foreign 


Branches 


Reserve for Expenses and Taxes 


Other Liabilities. 


Total Liabilities 7 es ve 


Securities carried at $236,936,472.13 in the above statement are pledged tw qualify for fiduciary 
powers, to secure public moneys as required by law, and for other purposes 


Chairman of the Board 





GEORGE G. ALLEN 





- $101,676,601.18 

9,000,000.00 
49,225,429.57 
11,729,302.90 


e 15,422,349.49 
1,101,536.25 


- $100,000,000.00 
- 200,000,000.00 
° 99,768,417.73 


569,986.85 
20,044,169.28 
° 7,171,257.98 

































- $ 628,929,977.97 
985,818,549.66 
. 1,208,416,901.42 






































188,155,219.39 
— eove 8,181,809.89 
+ « «+ $3,019,502,458.33 









































. $ 399,768,417.73 
2,559,449,965.33 
ps 16,987,500.00 















































43,296,575.27 





J.LUTHERCLEVELAND WILLIAML.KLEITZ THOMASP.JERMAN ALFREDR. THOMAS 


President 





Chairman of the Board, 
Duke Power Company 
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Board, Crane & Co., Inc., Dalton, Mass. 
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Chairman of the Board, 
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CHARLES E. DUNLAP 
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President, 


The Berwind-W bite Coal Mining Company 


WALTER S. FRANKLIN 


President, 


The Long Island Rail Road Company 


W. ALTON JONES 


Chairman of the Board, 


Cities Service Company 


Member Federal Deposit Insurance Corporation 
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DIRECTORS 
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- «+ « $3,019,502,458.33 
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The Recordak Commercial Micro- 
filmer isa low-cost, efficient unit which 
photographs the fronts, or fronts and 


backs of documents across the full 
film width. 


The Recordak Junior Microfi 
combines microfilmer and film re: 
in one compact unit. Semi-autom 
in operation. Just press a button 
take pictures. 


The Recordak Supermatic Micro 
photographs fronts and backs si 
taneously at 40-1 reduction 
highest available today. Six 
tional features. 
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1100 checks a day...or 25,000? 


Dne of these Recordak Microfilmers will do the job at lowest per-picture cost 
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Recordak Bantam Microfilmer 
esk-top unit with built-in auto- 
feeder. It photographs over 500 





in same operation. 


HE secret of operating at lowest cost is 
simply this: Use the microfilmer that fits 
your requirements. Pay for what you need— 
nothing more. 
Big bank or small, Recordak lets you match 
your requirements. It offers 6 types of micro- 


filmers designed for all banks, all budgets. And 


f it shows you the per-picture cost—based on 


your volume—for each microfilmer. You know 
before you buy or rent which is best for you. 


* . 
* 





S. See the sensational Kodak 
ax Printer, now distributed na- 
lly by Recordak. It makes 3 
8 of a document in | minute... 
pss than 4¢ each. 
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The Recordak Duplex Microfilmer . 
photographs fronts and backs simul- 
taneously at high-speed and high- 
reduction ratio. Endorses or cancels 


If your bank is large, your choice may be the 
new Recordak Supermatic Microfilmer, which 
photographs the fronts and backs of checks 
simultaneously at a 500 per minute clip. It costs 
$3300; rents for $76.50 per month. On the other 
hand, if volume is small, you may choose the 
Recordak Junior Microfilmer. It photographs 
25 or more checks per minute . . . can be pur- 
chased for $450 to $1200, according to model; 
rented for $17.50 to $25 per month. 


Whatever your needs, it will pay you to go to 
Recordak now. New illustrated folder gives you 
detailed side-by-side facts on Recordak equipment. 
Write for it today. Recordak Corporation (Subsid- 
iary of Eastman Kodak Company), 444 Madison 
Avenue, New York 22, N. Y. 


Prices quoted are subject to change without notice. 


**Recordak” is a trade-mark 





tne 
Pag 


SRECORDERK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming— 
and its application to banking systems 





The Recordak Triplex Microfilmer 
features Duo-type recording at high- 
reduction ratio! Also photographs 
documents up to 14 in. wide on full 
film width. 
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A sampling of opinion taken from among installment loan officers 
throughout the country would indicate that they're pretty good; 
but those bankers who see it differently are also well and au- 
thentically represented in this discussion of the subject. 


By J. H. PETERS 


OW GOOD are late charges as a 

H source of earnings? As a dis- 

ciplinary measure? How bad 

are they from a public relations 

standpoint? How rigorously should 
they be applied? 

These questions have given rise 
to a diversity of answers wherever 
installment credit men have 
gathered for a good many years, 
and the ABA’s National Installment 
Credit Conference of last March 
was no exception. One occasion for 
a brief exchange of views on the 
subject was a panel discussion of 
“Collections and Repossessions,” 
which was moderated by Fred H. 
Diefenbacher, assistant vice-presi- 
dent of the National City Bank of 
New York. 

A member of the panel, Donald 
E. Christie, vice-president of the 
Merchants National Bank and Trust 
Company, Indianapolis, Ind., went 
on record as being “a firm believer 
in late charges as one way of 
holding down delinquencies,” and 
there followed just enough discus- 
sion to suggest that a fresh sam- 
pling of banker: opinion on the 
subject might prove interesting. It 
seemed, moreover, that such a 
sampling should prove helpful to 
bankers still laboring under some 
doubt as to the course they should 
pursue in the matter. 

Ten of the 52 banks replying to 
our inquiry reported that they make 
no charge whatever. Two of the 
ten, located, respectively, in Mich- 
igan and Iowa, indicated that they 
would make the charge if there 
weren’t some question as to its 
legality, and both were inclined to 
the belief that it would be con- 
ducive to a lower delinquency ratio. 
The remaining eight unanimously 
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voiced the opinion that anything 
they might be able to derive from 
this source by way of earnings or 
recovered collection expense would 
provide inadequate compensation 
for the additional effort involved 
and, in particular, for the injury 
that such charges would inflict upon 
their relations with the public. 
Typical of the comment that 
came from these banks is that of 
Edward M. Adam, assistant vice- 
president of the First National Bank 


of Appleton (Wis.). Mr. Adam has - 


worked both with and without late 
charges, and it is upon his recom- 
mendation that the bank with 
which he is presently associated 
is not making them. A charge large 
enough to be worth while as an 
earnings factor would, in his opin- 
ion, be sure to reflect unfavorably 
upon the bank making it. 

Mr. Adam goes on to say that 
while late charges have some dis- 
ciplinary value, they actually tend 
in some instances to increase de- 
linquency by influencing borrowers 
to delay their payments to a point 
just short of that at which the 
charge would be assessed, and to 
treat the penalty date rather than 
the due date as their deadline. An- 
other type of installment borrower, 
says this banker, feels that delin- 
quency is a privilege that can be 





How Good Are Late Charges 2 


bought and paid for by the late 
charge. He feels that many of these 
borrowers would make their pay- 
ments with far greater promptness 
if delinquency weren’t thus recog- 
nized as a somewhat proper condi- 
tion of things, provided only that 
the resulting hate charges are paid 
as required. He likens the discipli- 
nary effect of the late charge to 
that of a fine; while it operates as 
somewhat of a deterrent to delin- 
quency, it does little or nothing 
toward correcting the wrong atti- 
tudes that are in the main respon- 
sible for it. 


Late Charge Abandoned 


Steve Burwell, vice-president of 
the Deposit Guaranty Bank & Trust 
Company of Jackson, Miss., states 
that his bank has over $4,000,000 
outstanding in installment loans; 
that it does not use outside collec- 
tors; that it assesses no late charges, 
and that its unrecovered losses are 
below the national average. Late 
charges, says Mr. Burwell, were 
assessed in the early stages of the 
development of their installment 
loan department, and were later 
abandoned. 

“In view of the fact,” he con- 
tinues, “that a relatively high per- 
centage of all our payments are 
sent in by mail, late charges as a 
source of earnings would be neg- 
ligible if one considered the cost of 
sending a follow-up reminder that 
late charges were not included in 
the recently received payment. 

“The whole theme of our collec- 
tion effort . . . is one of encourag- 
ing prompt payment in order that 
we can accommodate the future 
credit needs of the present bor- 
rower. ... When we made a late 


“It is therefore important that the customer be impressed with the 


necessity for making his payments on time. 


1 don't believe, however, 


that the main force of such impression should come from late charges. 
It really is one of education from the first interview. Nevertheless, we 


do know that many people are inclined to become somewhat careless, 
and the use of the late charge in a judicious manner, in my thinking, 
is desirable.""—Keith G. Cone, vice president, LaSalle National Bank, 


Chicago, Ill. 
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charge the late-paying customer 
always felt that his record was just 
as good as that of the customer 
who had never received a notice.” 

The Equitable Trust Company, 
Baltimore, Md., according to J. 
Russell Hughes, second vice-presi- 
dent, regards the question of late 
charges as a matter of bank policy 
to be determined by the relative 
importance, in the bank’s opinion, 
of the various factors involved. If, 
as in the case of his bank, public 
relations, as related to a program of 
growth and expansion, are the pre- 
dominant consideration, that one 
fact could easily outweigh any net 
monetary benefit that might be 
made to accrue through the ap- 
plication of a late charge. 


Joseph A. Turner, vice-president 
of The Kanawha Valley Bank, 
Charleston, W. Va., has also worked 
with and without late charges, and 
feels that “a properly managed in- 
stallment credit operation will af- 
ford ample profit without late 
charges. .. . A bank that does not 
depend upon late charges as a 
source of profit will fare better 
in the public eye than one that 
does.” 


Mr. Turner takes a dim view of 
late charges as a disciplinary meas- 
ure. “Delinquencies are not 
caused,” he says, “by the knowl- 
edge that there will be no late 
charge, nor are they cured by the 
knowledge that there will be one.” 
Public relations, in Mr. Turner’s 
view, are not particularly affected, 
paradoxical as that may seem. The 
charge gives rise to at least tem- 
porary ill will on the part of the 
borrower concerned, even though 
he realizes it is justified; but “it 
does not appear that the genéral 
reputation of a bank suffers be- 
cause of late charges. . . . Perhaps 
borrowers do not discuss these mat- 
ters with their friends and asso- 
ciates, even though they do a lot of 
growling at the time the charge 
is assessed.” 

Cyril J. Jedlicka, vice-president 


“Delinquencies are not 
caused by the knowledge that 
there will be no late charge, 
nor are they cured by the 


knowledge that there will be 


one. ——dJoseph A. Turner, 
vice-president, The Kanawha 
Valley Bank, Charleston, West 
Va. 





of the City National Bank & Trust 
Company, Kansas City, Mo., pre- 
sided at the panel discussion pre- 
viously mentioned, and makes it 
very clear that his bank does not 
use and does not believe in the late 
charge. 


Relies on Education 


Mr. Jedlicka, too, sees the late 
charge as being cohducive to a 
feeling on the part of the borrower 
that the payment completely 
squares accounts with the lender 
and gives him a clean bill of health, 
“even though this small charge may 
pay for only part of the additional 
expense and trouble involved.” De- 
linquency, he believes, “can best be 
controlled through careful screen- 
ing of credits, coupled with a 
courteous but firm collection fol- 
low-up. . . . We prefer to educate 
our borrowers to pay promptly so 
that they will remain desirable cus- 
tomers...” 

Henry R. Boose, vice-president of 
The United States National Bank 
of Omaha, reports that only one of 
the four larger banks of that city 
doing an installment lending busi- 
ness is assessing a late charge. He 
goes on to say that his bank has no 
thought of making such a charge, 
but that if it did, it would be 
solely for disciplinary purposes. In 
any case, he feels it would cost the 
bank far more to incur the ill will 
that would inevitably result than 
it is presently costing it to forego 
the charges. The one bank making 
the charge also regards it primarily 
as a disciplinary measure, but feels 
its public relations have not been 


‘| do not believe a nominai late charge creates ill will, nor that it has 


any bearing on the public relations of the bank . 


. . each bank should 


have a late charge sufficient to offset the additional cost of handling the 


account.""—W. L. Haines, assistant vice-president, The Fourth National 


Bank, Columbus, Ga. 








affected, iavirdbiei lies a rigorc us 
enforcement policy. 


Of the 42 reporting banks who 


are making late charges, 


3] do not regard them as a 
source of earnings, but see 
them more largely as a 
means of recovering collec- 
tion expense; 

33 regard them as having defi- 
nite disciplinary value; 

35 do not feel that they have 
an adverse effect on their 
public relations; 

34 believe they should not be 
too rigorously enforced. 


Bankers whose opinions are gen- 
erally in harmony with this ma- 
jority view include John R. Collins, 
assistant cashier of The First Na- 
tional Bank, Missoula, Mont., J. M. 
Patton, president, The Mitchell Na- 
tional Bank, Mitchell, S.D., F. Ren- 
fro, vice-president, The Ouachita 
National Bank in Monroe (La.), 
W. M. Harrison, assistant vice- 
president, The First National Bank 


- & Trust Co., Oklahoma City, B. A. 


Dudding, vice-president, The Park- 
ersburg National Bank, Parkers- 
burg, W. Va., Giles F. Foley, vice- 
president of the Denver National 
Bank, Conrad C. Legare, vice- 
president, First National Bank and 
Trust Company of Paterson (N.J.), 
Arley H. Lindale, assistant vice- 
president, Equitable Security Trust 
Co., Wilmington, Del., Louis W. 
Randall, vice-president of The Na- 
tional Bank and Trust Company, 
Bridgeport, Conn. 

Paul M. Welch, vice-president of 
The Citizens and Southern National 


Bank, Atlanta, is inclined to the ' 


view that late charges are a source 
of earnings, “but that they could 
also be considered, in the same 
breath, as a reduction or an offset 
to the cost of collection.” While 
it follows a policy of “grace- 
fully” waiving the charge for a 
number of reasons, his bank, with 
a delinquency ratio of 1% per cent 
over 30 days, last year collected 
$60,000 in late charges, on an aver- 
age of $48 million of outstanding 
loans. “Under the circumstances,” 
continues Mr. Welch, “it would 
hardly be fair to say this was not 
profitable. Still, . it did cost us 
a lot of money to collect these 
amounts.” 
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While, as has been noted, the . 


banks not making late charges have 
little faith in their effectiveness as 
a means of speeding up payments, 
it is interesting to observe that 
there are at least a few late-charg- 
ing banks that agree. Mr. Welch, 
for instance, doesn’t feel that his 
bank is necessarily using late 
charges as a means of disciplining 
certain would-be-delinquent bor- 
rowers, although he and his asso- 
ciates would like to think they have 
that effect. The manner in which 
the collection of these charges is 
administered, in his opinion, leads 
in some cases to a mistaken notion 
that the bank is condoning the bor- 
rower’s lateness by accepting a fee 
for it. 

The charge does not affect the 
bank’s public relations adversely, 
says Mr. Welch, for the reason that 
customers are given no legitimate 
cause for complaint in the matter. 

A Vermont banker in addition to 
indicating that he goes along with 
the majority opinion on all points 
mentioned, offers this additional 
comment on the public relations 
aspects of the subject: 
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“Delinquency can best be controlled through careful screening of 
credits, coupled with a courteous but firm‘collection follow-up. . . W<« 
prefer to educate our borrowers to pay promptly so that they will remain 


desirable customers. . .''—Cyril R. Jedlicka, vice president, City Nationa! 
Bank & Trust Company, Kansas City, Mo. 


“Often, when the borrower is 
one who complair's strenuously, we 
doubt that his good will would 
mean very much to us. Talking 
by such an individual has actually 
been known to be helpful to us 
among other borrowers in the area 
in which it occurred. The custom- 
er is recognized as one needing a 
bit of disciplining, and it is gener- 
ally felt that the treatment accorded 
him was best for all concerned.” 


A Graduated Charge 


Adhering very closely to the ma- 
jority position, L. P. Eldredge, as- 
sistant vice-president of The First 
National Bank, Caldwell, Ida., ex- 
plains, “Our past due notices are 
handled-on the basis of six, twelve, 
and eighteen days. In preparing 
these notices, we have the girl in- 
sert the past due charge appropriate 
to the notice being sent. Generally 
we use the equivalent of one per 
cent of the payment on the first 
notice, three per cent on the second 
and five per cent on the third, with 
a minimum and maximum, respec- 
tively, of 15 cents and $3.00, unless 
the payments exceed $100. 


The Hamilton National Bank of 
Chattanooga, Tenn., according to 
Quinn Callaway, Jr., assistant vice- 
president, makes a late charge, but 
takes great pains to explain the 
necessity for it. The charge is 
waived when sickness or other 
circumstances beyond the control 
of the borrower make it difficult or 
impossible for him.to pay. If, how- 
ever, the borrower does not co- 
operate fully, and corrective action 
is not taken within thirty days, the 
loan is promptly closed out. 

Mr. Callaway reports that the 
bank has no automobile or condi- 
tional sales contracts and only three 
personal loans that are over 30 days 
past due. There were 150 Title I 
loans in that category, making a 
total of 153, out of an overall total 
of 16,000. 

Keith G. Cone, vice-president of 
the La Salle National Bank, Chi- 





cago, presents the combined views 
of himself and his associates in the 
bank’s installment loan depart- 
ment. He feels that the “late charge 
as a source of earnings per se is 
undesirable,” and that “any wel] 
run department should be able to 
set rates which would adequately 
take care of its earning problems.” 
Although, in Mr. Cone’s opinion, 
dependence upon “late charges as 
a source of earnings would be an 
indication of weakness in funda- 
mental policy,” such charges can 
and should be used to defray addi- 
tional costs of collection “in times 
when delinquency becomes more 
serious.” 


Mr. Cone expresses considerable 
faith in the late charge as a 


‘means of impressing the customer 


with the necessity for making his 
payments on time, but does not feel 
that “the main force of such im- 
pression should come from late 
charges.” He feels that the crea- 
tion of full understanding of the 
importance of promptness on the 
part of the customer is more largely 
a matter of education, beginning 
with the first interview, but that 
the judicious use of the late charge 
is desirable. 

A reasonable charge, imposed 
only where circumstances warrant 
and fully explained, continues Mr. 
Cone, should give rise to no im- 
portant adverse effect on public re- 
lations or “loss of good will of those 
customers whom we would like to 
keep.” He favors a policy of waiv- 
ing the charge where it would work 
a hardship on the customer or the 
delinquency has been to some 
degree beyond the latter’s control. 
He goes on to say that any late 
charge policy should be carefully 
adapted to the “general character 
of its loan customers,” and should 
conform to the bank’s overall cus- 
tomer relations policy. 

W. L. Haines, assistant vice- 
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president of The Fourth National 
Bank, Columbus, Ga., would waive 
the charge only in the event of 
prompt payment in response to the 
first notice of the first delinquency. 
His view is that borrowers are al- 
most without exception of the 
opinion that they have a good rea- 
son for being delinquent, and that 
the task of weighing these reasons 
is an impossible one. He believes 
the charge should be regarded as a 
means of recovering extra collec- 
tion expense rather than as a source 
of earnings, and that it could be 
effective for disciplinary purposes 
only if it were unduly large. 

Harry L. Kline, vice-president of 
The Citizens National Bank, Deca- 
tur, Ill., ascribes to the late charge 
considerably more virtue as a dis- 
ciplinary measure than does Mr. 
Haines, but is otherwise in agree- 
ment with him. “It does serve its 
purpose as a disciplinary measure,” 
says Mr. Kline, “inasmuch as a 
number of people will wait until 
the very last minute to make the 
payments to keep from paying the 
late charge.” 


Keith M. Davis, assistant cashier 
of the First National Bank of In- 
dependence, Mo., and in charge of 
that bank’s installment loan , de- 
partment, deals with each account 
on its own merits. He believes that 
the charge serves very well as a 
means of recovering collection ex- 
pense, and the fullest possible use 
is made of every available means 
and opportunity to explain its pur- 
pose and the importance of making 
payments promptly when due. If 
the account appears to follow a 
consistent pattern in the matter of 
late payments, it is studied with a 
view to fixing a payment date that 
harmonizes more nearly with the 
dates on which the borrower is 
likely to have the needed funds. 


Mr. Davis goes on to point out 
that in the matter of terms, rates, 
late charges, etc., “the secret of 
continued public acceptance is in 
having the customer understand the 


reasons for them. Should we be-| 


come negligent in the application of 
this philosophy, we are confident 
the repercussions would be forth- 
coming post haste.” 





EDITOR'S NOTE: Other interesting observo- 
tions on late charges and related subjects 
await publication in our September issue. 
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come decisions that often change our whole pattern of living. And 
when their decisions are put into writing, these men know that the 
right letterhead paper can enhance the prestige and authority of 
the message. 

That is why you will find so many leaders in every field have 
chosen Cockletone Bond to represent them. They’ve found that 
the firm, “heavy” feel, the crisp crackle, and the rich, pure white of 
Cockletone Bond lend dignity and importance even to day-to-day 
correspondence. Yet its cost is surprisingly low. Why not let us 
send you a sample book, and the Cockletone Bond portfolio of 
letterhead designs? Just write on your business letterhead for your 

free copy. Hammermill Paper Company, 1505 East Lake 
% Road, Erie 6, Pennsylvania. 
You can obtain business printing on Hammermill papers wherever 


you see this shield on a printer's window. Let the Guild sign be your 
gvi“- to printing satisfaction. 
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The new Micro-Twin is a unique com- 
bination microfilming recorder and reader, 
complete in a oma, compact unit. The 
price of the Micro-Twin is so low that a 
no longer need to be without micro — 
—the modern way to save space an 
protect records. 


BUILT-IN ECONOMY is yours with the 
Micro-Twin. The 37 to 1 reduction camera 
records documents as wide as 11 inches on 
just half of the film width. This 8-mm. 
photography on 16-mm. film spells econ- 
omy ... means you can have completed 
records of as many as 74 check-size or 29 
letter-size documents for just one cent! 


BUILT-IN SIMPLICITY makes the oper- 
ation of the Micro-Twin virtually fool- 

roof. The new Acro-Feeder, the exclusive 
indexing meter, the film speed indicator, 
the copy classification indicator, plus the 
most modern protection features, make the 


The low-cost, compact Micro-Twin 


up a minimum of space . 


. is available 


a model that fits conveniently on 
work table (below) or with the match 
stand and work organizer shown 


Micro-Twin as easy to use as a box camera. 


BUILT-IN VERSATILITY of the Micro- 

in gives you side-by-side front or 
simultaneous front and back recording. 
The latter eliminates the need for double 
running and prevents sequence errors when 
recording both sides of documents, such as 
endo checks. Full-size facsimile prints 
can be produced quickly and easily —direct 
from microfilm in the reader. 


For hard-to-read material requiring special 
legibility, the Micro-Twin is available with 
a 24 to 1 reduction camera using the full 
16-mm. film width in recording. 


Make a date at your nearest Burroughs 
office to find out personally how you can 
save space and time and improve your 
present filing system with the Micro-Twin. 
Or, write direct to Burroughs Corporation, 
Detroit 32, Michigan, for full details. 


* Available as an optional purchase. 


Wherever theres business there’ Burroughs =a 
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documents of intermixed sizes a sharp, brilliant image even in broad rapid document location. As many as 
as an operator can prepare the daylight . . . provides wide-angle vision. 


as positions can be indexed on each 
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3rd of a Series on European Banking 


REPORT FROM NORWAY 


There is a notable trend toward greater concentration of banking 
resources, increased deposits, lowered capital ratios and greater 


liquidity. 


By EILIF DUE 


President, Christiania Bank og Kreditkasse. 


OSLO—Commercial bankers here 
are concerned about greatly stepped 
up operations of the Norwegian 
government in the money market. 
One obvious result of these opera- 
tions has been an unprecedented 
expansion in the volume of money. 


Through six state-owned banks* 
the Norwegian government has ex- 
tended its activities into fields 
where privately-owned banks used 
to operate more or less exclusively. 
This applies particularly to housing. 
During the post-war period the 
government has sought to meet a 
quite extraordinary demand for 
homes by assuming broad responsi- 
bilities for easy financing. 


The financing of the state banks 
is at present a particularly im- 
portant factor in Norway’s internal 
money market. These banks have 
not had the facilities for adjusting 
the terms of their loans to existing 
conditions, and have therefore not 
been able to meet their require- 
ments for loan capital by ordinary 
issues in the open money market. 
Up until last year they were fi- 
nanced mainly by transfer of funds 
from the national treasury. 


In view of the evident risk of in- 
flation involved in this type of bor- 
rowing, Norwegian authorities have 
now: concluded an agreement with 
private sources for two state loans, 
one negotiated by banks and sav- 
ings banks, the other negotiated by 
life insurance companies. It is clear, 


“Mortgage Bank of the Kingdom of Norway, 
The State Bank for Smallholdings and Dwell- 
ings, The State Bank for the Fisheries, The 
Norwegian Municipalities Bank, The State 
Bank for Industry (51 per cent government- 
owned), and The State Bank for Dwellings— 
the newest and largest. 
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however, that this will cause ex- 
traordinary and _ uncomfortable 
claims on the liquid balances of 
banks. 

On September 30, 1953, the gov- 
ernment banks held 27 per cent of 
the outstanding loans—mortgages 
included—of all Norwegian credit 
institutions. This compared with 38 
per cent held by joint stock banks 
(commercial banks), and 26 per 
cent held by savings banks. The 
following ratios will serve to con- 
vey an idea of the increasingly im- 
portant part state banks have 
played in the lending activities of 
the country in recent years. 

In 1953 the share of the state 
banks in the annual increase in 
loans and advances of all credit in- 
stitutions was 39 per cent, against 
only 17 per cent in 1948. In the 
same interval the share of com- 
mercial and savings banks in the 


T - 


annual increase in loans and ad- 
vances dropped from 73 per cent to — 
51 per cent. 

Presumably, this change in the 
relative importance of different ‘- 
nancial institutions is a temporary 
phenomenon, mainly associated 
with the vast growth in housing 
projects and the need for capital 
resulting therefrom. 


Resembles U. S. 


In spite of a marked trend toward 
fewer banks and greater concentra- 
tions of resources, Norway’s pri- 
vately-owned banking system 
remains basically decentralized. In 
this respect it more closely re- 
sembles U.S. banking than it does 
the systems of most European coun- 
tries. 

There are at present 79 commer- 
cial banks and 605 savings banks in 
Norway. That’s roughly one bank 
for every 4,900 persons, compared 
with one bank for every 10,000 
persons in the U.S. This greater 
number of inhabitants per bank in 
the United States is accounted for in 
large measure by its greater density 
of population and its greater pro- 
portion of larger and more special- 
ized industrial and commercial 
units. 

As in the United States and most 
other countries, the trend in Nor- 
way for many years has been 
toward a greater concentration of 
total resources in a smaller num- 
ber of banks. Its commercial banks 


~ 


Norwegian community: one bank for every 4,900 persons. 
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” Ties -way partnership hinds 


livestock financing profitable 


L-R Purina feeder Donald Johnson, dealer Zerle Myers, 


and banker Glenn Sherman, of Fairfield, 


There’s a real feeling of | pores between 
the First National Bank of Fairfield, Iowa, the 
Purina Dealer, and the farm population of that 
community. Here’s the way each “Partner” 
looks at it... . 


THE BANKER... 


“When we use the value of livestock as part 
of the basis of a loan, we feel we should go all 
the way and include the cost of good supple- 
ment feed.” ...Glenn A. Sherman, Vice Pres., 


First National Bank, Fairfield, lowa 


THE FARMER... 


“I couldn’t get along without bank financ- 
ing... With it, I do a better job of feeding 
by using a program that will — meat, 
milk and eggs at maximum profit 


Donald Johnson, RFD 1, Fairfield, lowa 
THE PURINA DEALER... 


“We like to sell our customers Purina Chows 
on bank contracts...the banks are in the 
financing business, and we're in the feed busi- 
ness. We think that makes a good team.” 
Zerle Myers, Manager, 


Hayes Grain and Feed Co., Fairfield, lowa 


lowa. 


PARTNERS IN PROSPERITY 


Many bankers are proud of the prosperity 
they bring to farming communities by sound 
financing of feeding operations in dairy, cat- 
tle, hogs, broilers, poultry and turkeys. If you 
are such a man, you will find your Purina 
Dealer and Salesman glad to work with you 
on a business-like basis. Your salesman has a 
portfolio of forms and finance plans that have 
proved sound and profitable for other bank- 
ers. If you'll call your Purina Dealer—the Store 
with the Checkerboard Sign—he'll be glad 
to have the salesman call without any feel- 
ing of obligation. 


RALSTON PURINA COMPANY 
ST. LOUIS 2, MO. 
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Save 
up to 
20% 


ON INSURANCE 
FOR AUTOMOBILES 
FINANCED BY BANKS 


Specifically designed for 
banks dealing directly with 
the public. 


Provides regular insurance 
coverage on financed auto- 
mobiles at approximately 
20% below standard rates. 
The 20% saving in insurance 
cost, is equivalent on some 
cars, to as much as a 2% 
saving on an unpaid balance. 
Offers time-saving features 
of a master policy—certifi- 
cates of insurance and sim- 
plified rate charts. 


A stock company facility 
available through your local 
insurance agent. 


WRITE TODAY 
FOR BOOKLET 2 1 
CHUBB & SON 


& 


CHUBB & SON 


Underwriters 
90 John Street, New York 38, N. Y. 
Branch Offices 


Atlanta « Chicago « Dalles 
Los Angeles * Montreal « Pittsburgh 
San Francisco * Toronto « Washington, D. C. 


EILIF DUE 


have thus decreased in number in 
the 15-year period beginning with 
1938 from 105 to 79, a reduction of 
25 per cent. During the same period, 
total resources of these banks have 
increased by more than 300 per 
cent to a total of over $1 billion. 
This concentration of resources has 


| been accomplished by the merger 


of small banks into one larger bank, 
whereupon the constituent banks 
have continued to operate as branch 
offices of the larger unit. Moreover, 
the large banks have extended their 
network of branch offices in recent 
years. 


A Shift to Liquidity 

Norway’s three largest commer- 
cial banks—Bergens Privatbank, 
Den norske Creditbank, Christiana 
Bank og Kreditkasse—have com- 
bined assets of about $495 million 
—over 46 per cent of the national 
total. The seven banks ranking next 
in size have combined assets of 
approximately $265 million. Thus, 
the 10 largest banks account for 
about 70 per cent of the total re- 
sources of the 79 commercial banks. 

During the entire post-war 
period, deposits have been increas- 
ing at a more rapid rate than have 


the total resources of these banks - 


and a relatively large proportion 
of these deposits have been re- 
ceived on current account. To com- 
pensate for this increase in the 
relative amount and volatility of 
their deposit structure, there has 
been a corresponding shift to 
greater liquidity in its investment 


account, with the result that “liouid 

funds” (cash on hand, deposits with 
the Bank of Norway, and Treasury 
Bills) have been increased during 
the period 1938-53 from 3.5 per cent 
to 15.1 per cent of total resources, 

The rules of sound banking as 
applied in Norway run strongly 
parallel to those observed in the 
United States, and much the same 
relationships prevail in the two 
countries as between the various 
categories of deposits with which 
the banks have to deal and the uses 
to which they are put. 

Soon after the war the official 
discount rate of the Bank of Nor- 
way was reduced from 3 per cent 
to 2% per cent, and since then it 
has remained unchanged at that 
level. Because it is a firm tradition 
in Norwegian banking to maintain 
a close relationship between the 
discount rate of the Bank of Nor- 
way and the rates charged by com- 
mercial banks (and savings banks), 
bank rates have held relatively 
stable. 

According to type and duration 
of credit, interest rates charged 
by Norwegian banks have varied 
between 3-3 per cent and 4%4-4% 
per cent. Here are some of the most 
widely employed rates of interest 
for the principal types of loans and 
advances: 
® First mortgage bonds 3-3% per 
cent. 
® Bills of exchange 3-4 per cent. 
® Renewable bills of exchange and 
bonds 312-4 per cent. 


Fisheries are important. 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New York 


71 Branches in Greater New York 


57 Branches Overseas 


Statement of Condition as of June 30, 1954 


ASSETS 
Cash, Gold and Due from Banks 
United States Government Obligations 
Obligations of Other Federal Agencies 
State and Municipal Securities... ... 
Other Securities 
Loans and Discounts 
Real Estate Loans and Securities........... 
Customers’ Liability for Acceptances 
Stock in Federal Reserve Bank.............. 
Ownership of International Banking 
Corporation 
Bank Premises 
Other Assets 


$1,385,694,206 
1,602,710,324 
40,332,173 
575,223,849 
78,411,528 
2,202,228,486 
230,682 
27,838,032 
10,500,000 


7,000,000 
30,768,737 
5,706,940 
55908646.967 


$5,455,443,656 
Liability on Acceptances and Bills. .$66,511,778 
Less: Own Acceptances in Port- 


29,933,731 
11,349,000 


346,350 


Due to Foreign Central Banks 
(In Foreign Currencies) 
Items in Transit with Branches 


Reserves for: 
Unearned Discount and Other Unearned 
22,573,793 
35,550,824 
3,750,000 


Interest, Taxes, Other Accrued Expenses, etc. 
Dividend 


200,000,000 


57,697,603 407,697,603 


Figures of Overseas Branches are as of June 25. 


$487,484,642 of United States Government Obligations and $12,852,700 of 
other assets are pledged to secure Public and Trust Deposits and for other 
purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 
> SS ———— 


Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 
Head Office: 22 William Street, New York 
Capital Funds $32,439,461 


August, 1954 
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DIRECTORS 


HOWARD C. SHEPERD 
Chairman of the Board 


JAMES S. ROCKEFELLER 
President 


RICHARD S,. PERKINS 
Vice-Chairman of the Board 


STANLEY C, ALLYN 


President, The National Cash 
Register Company 


SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 


CURTIS E, CALDER 
Chairman of the Executive 
Committee, Electric Bond and 
Share Company 


CLEVELAND E. DODGE 


Vice-President, Phelps Dodge 
Corporation 


RALPH GWIN FOLLIS 
Chairman of the Board, Standard 
Oil Company of California 


ROY H. GLOVER 
Vice-President and General 
Counsel, Anaconda Copper 
Mining Company 

JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 


HARRY C, HAGERTY 
Financial Vice-President, 
Metropolitan Life Insurance 
Company 

AMORY HOUGHTON 


Chairman of the Board, 
Corning Glass Works 


NATHAN C. LENFESTEY 
Executive Vice-President 
and Cashier 

KEITH S. McHUGH 


President, New York 
Telephone Company 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co., Incorporated 

FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 

REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 


BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 





® Overdraft facilities including 
commission 44%4-4% per cent. 

No interest is paid at present on 
demand deposits. For savings de- 
posits the rate is 1% per cent sub- 
ject to three months notice of with- 
drawal, and 2 per cent if subject to 
six months notice. For time deposits 
(four, eight, and 12 months) the 
rate ranges from \% to 1 per cent. 

The principal earnings assets of 
commercial banks here are loans 
and advances. In fact such income 
makes up about 60 per cent of total 
earnings. Commissions and foreign 
exchange earnings account for an- 
other 25 per cent; income on se- 
curities and treasury bills amounts 
to about 15 per cent of the total. 

Notwithstanding a _ steady in- 
crease in salaries and wages since 
the war, Norwegian commercial 
banks have been able by rational- 
izing** their activities to reduce 
their costs of administration from 
the 1938 figure of 1.44 per cent of 
total resources to a present 1.35 per 
cent. 


The amount written off on se- 
curities and outstanding loans by 


**Rationalization as applied to commerce is 
defined in Webster's New International Dic- 
tionary as follows: The organization of a 
business or industry upon an orderly system, 
to avoid waste, to simplify procedure, to 
co-ordinate various parts, etc.—(Colloquial.) 


A case in point. 


Norwegian banks has risen sharply 
in recent years, viz. from about 
$440,000 in 1946 to $5.4 million in 
1952. An interesting feature in tHis 
connection is a provision for future 
Josses as well as losses that have 
already been ascertained. Begin- 
ning with fiscal 1951 both com- 
mercial banks and savings banks 
have been allowed to set aside and 


deduct from taxable income an 
annual amount equivalent to 1 per 
cent of their ordinary loans and 
advances. 


This arrangement is the result of 
negotiations between representa- 
tives of the commercial and savings 
bank and the Norwegian authori- 
ties. It is generally agreed that the 
reserves which the banks will thus 
be permitted to set aside will en- 
able them to far more effectively 
serve the credit needs of the coun- 
try when industry and trade find 
themselves in a period of emergency 
than they could without it. Nor- 
way’s commercial banks will thus 
be able to function to the greatest 
possible extent as an equalizing 
factor, to shape their policies with 
the definite objective of minimizing 
the fluctuations of the business 
cycle. 

The present lending activities of 
Norway’s commercial banks stand 
in sharp contrast to the almost 
dormant condition into which they 
fell as a result of the many re- 
strictions imposed by the war. The 
country was cut off from her over- 
seas connections, and the need for 
credit for import purposes was re- 
duced to a minimum. Reduced sup- 
plies of raw materials resulted in 
a severe reduction in industrial 
production, so that the need for 


operating credits also declined. 
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Government securities became a | 
principal outlet for their invest- | 


ment funds—a condition that con- 


tinued for a time after the war had 


ended. 


Wartime investments, however, | 
did not involve any great losses. As | 
the banks | 


previously indicated, 


were financially involved in the 
industrial and business concerns 
of the country to only a small ex- | 


tent. The amount of damage to the 
assets of industry and _ business, 
moreover, was relatively small, and 
such losses as resulted from war 
damage were insured. 


Since the war, the pronounced 
increase in commodity prices and 


real estate values, together with | 
the relatively good earnings of | 
business and industry, has served | 


as a satisfactory basis for the ex- 


panded use of bank credit. The | 


country’s banks have devoted them- 
selves wholeheartedly to the task 
of providing the credit required 
for post-war reconstruction and de- 
velopment, serving in their tradi- 
tional role of providers of interim 
short-term credits. 









































Seasons a Major Local Factor 


While the seasonal nature of 
some of Norway’s industries influ- 
ence to some extent the course of 
banking as a whole, the impact of 


seasonal fluctuations upon the local | 


banks directly affected is a major 


factor in their operations. A case in | 
the equipment of the | 


point is 
whaling fleet in the autumn of each 
year, which involves the use of a 
considerable amount of funds 
which are returned in the spring as 
the whale oil is sold. Another is 
that of the great herring and cod 
fisheries on the west coast and in 
northern Norway; and still another 
is the timber industry. 


More recently, Norway has been 
sharing with the United States and 
other countries the problem of in- 
creasing inventories, and there has 
been a noticeable tendency to 
utilize commercial credits for the 
purpose of carrying slow-moving 
stocks of merchandise. Borrowers in 


general, however, have managed to 


maintain themselves in a satisfac- 
tory liquid position, and commer- 


cial banking in Norway has good | 


reason to look to the future with 
confidence. 
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For a number of years now Field 
Warehousing has been an 
established method of making 
inventory secured loans. Our 
original monthly tabulated Stock 
and Value Reports which 
popularized this type of loan by 
substantially reducing the bank’s 
time and expense in controlling 
and appraising these items are 
the standard of the industry. 


We have now modernized and 
improved these time-tested 
reports so that today we are 
again years ahead of the field. 
And our practice of making 
monthly physical inventories for 
our receipt-holders relieves both 
you and your customer of costly 
detail. These exclusive advantages 
plus experienced warehouse 
supervision and high limits of 
comprehensive liability insurance 
are just a few of the reasons for 
calling New York Terminal to 
review any inventory situation. 

A qualified representative will 
show you how to extend maximum 
credit with minimum risk at lower 
cost to you and your customers. 


OPERATING OFFICES IN PRINCIPAL CITIES 
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INSTANT ACCEPTANCE 


— with no questions asked! 


As the original travelers cheque, backed by con- 
tinuous advertising and promotion since 1891, 
American Express Travelers Cheques are instantly 
recognized and accepted throughout the world. 


ON-THE-SPOT REFUNDS 


—in case of loss or theft! 


Your customers can obtain on-the-spot refunds 
at any of the hundreds of American Express offices 
in the United States and abroad. 


EXCHANGE OF TRAVELERS 
CHEQUES — without charge! 
At any of its world-wide offices, American Express 
will exchange large denomination travelers 


cheques for smaller denominations at no extra 
cost to your customers. 


TRAVEL INFORMATION 
— throughout the free world! 


In the United States and overseas, American 
Express will supply your clients with valuable 


tourist and sight-seeing information and will 
arrange for hotel and ticket reservations and 
private auto rentals. 


UNIFORMED REPRESENTA- 
TIVES —at terminals abroad! 


American Express provides courteous, uniformed 
representatives to serve your customers at princi- 
pal docksides, airports and rail terminals abroad. 
They offer interpreter service, help through cus- 
toms plus expert advice on passports, visas and 
travel regulations—all valuable extras that build 


good will for you. 


MAIL SERVICE —at all 


American Express offices ! 


At our offices, throughout the world, your cus- 
tomers can receive their personal mail and meet 
friends. Just one more good reason why American 
Express Travelers Cheques are at an all-time high 


in popularity—the first choice of travelers the 
world over. 


TRAVELERS CHEQUE 
DELIVERY —by mail or cable! 


An important service, especially now when so 
many of your clients are traveling abroad. For 
those who desire additional funds, American 
Express will make prompt delivery of travelers 
cheques—anywhere in the world. If you haven't 
received your copy of the booklet, “Extend Your 
Travelers Cheque Service Around The World,” 
write us and we will send it by return mail. 


AMERICAN EXPRESS DOES MORE 
FOR YOU BY DOING MORE 
FOR YOUR CUSTOMERS! 
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This bank is doing an aggressive job of merchandising its ‘Central-Charge 
Plan”’ by availing itself of every possible avenue of approach to merchant and 


customer. 


Carefully planned collection techniques and customer education in 


the correct use of credit assure continued and extended use of both the charge 
plan and of the bank's other facilities. 


By FREDERIC L. VESPERMAN 


Manoger, Central-Charge Department, Central National Bank of Yonkers, N.Y. 


Ow we’re in the retail busi- 
ness. Perhaps if we ex- 
amine our new field 


N 


carefully we will find it opens new 
vistas for money and a channel of 
business which will result in many 
indirect benefits. 


Here is credit at its best, reach- 
ing folks who may have never used 
banking facilities before and offer- 
ing to them accommodations which 
bring into their homes finer mer- 
chandise at fair prices and on easier 
terms than they ever dreamed pos- 
sible. 

Consider now the three prin- 
ciples that go to make up a success- 
ful charge plan—the merchant, the 
charge customer and the bank. 
Much space can be devoted to a 
discussion of the relative value of 
each to the plan, yet it would seem 
that each is as important to a suc- 
cessful plan as the individual leg to 
the 3-legged milking stool. Real 
value only exists when all three are 
in place and working properly. We 
will take each of these as a separate 
unit and see the resulting benefit 
of each. 


Getting Merchant Interest 


How does one interest a com- 
munity merchant in a charge plan? 
Our community seemed a: logical 
place for one. The City population 
was large enough to support a plan, 
local merchants saw large New 
York department stores moving into 
the surrounding communities with 
all the charge and credit conveni- 
ences such stores could offer. Cen- 
tral-Charge offered them help at 
this critical time. The aggressive 
merchants saw the possibilities of 
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such a plan and gave it their sup- 
port. 


Several introductory meetings 
with merchants were held and Cen- 
tral-Charge was explained in detail. 
The advantages accruing to them 
were pointed out. With further fol- 
low-up by our officers our nucleus 
of merchants was ready. Now we 
needed customers. 


Getting the Customer Interested 


The customer, a most important 
part of a charge plan operation, is 
acquired in several ways. We found 
the easiest and quickest way to get 
our plan rolling was to send credit 
cards to those of our customers with 
whom we had favorable credit ex- 
perience. Here an active bank can 
find thousands of potential cus- 
tomers. 


Appropriate newspaper ads were 


inserted in local papers. Car cards 
were placed in busses, signs were 
set up in railroad stations, and ad- 
vertising on billboards set forth the 
value and convenience of being a 
member of the Central-Charge 
Plan. 

A fruitful method was to encour- 
age merchants to open Central- 
Charge accounts for their custom- 
ers. Our merchants entered into the 
plan with real enthusiasm and con- 
tributed much in this way to the 
united success of Central-Charge, 
fully realizing what the success of 
the Plan meant to them. Later ex- 
perience has shown the necessity of 
supplying merchants with complete 
presentation material, literally 
“putting the words into their 
mouths,” in order to produce a con- 
tinued flow of accounts. 


Newspaper ads, stressing the con- 











To CENTRAL NATIONAL BANK OF YONKERS 


AN ntermanon contered heren as given ter the wectc purpese of 


inducing the Control Motienal Bonk of Yonkers to extend credit te we, 
Anowing thet the bonk relies on ssid information. 


Yow ere hereby evthersed im conmeches with my appicatios tor 
Conmel Chorge te cherge opeinst credit eseblished ter me, oll erate 
0 my eccnunt mode by ssller members of your plen, in ecsardence 
wth pews dreh forme 


| egree te poy my eccowat in eccerdence with your term. 




































EXHIBIT 1 
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HOWARD C. BALDWIN 
HENRY T. BODMAN 
ROBERT J. BOWMAN 
PRENTISS M. BROWN 
HARLOW H. CURTICE 
CHARLES T. FISHER 


NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 


STATEMENT OF CONDITION 





RESOURCES 


Cash on Hand and Due from Other Banks 
United States Government Securities 
Other Securities 
Loans: 
Loans and Discounts . . . . . . § 347,721,483.66 
Real Estate Mortgages . : 82,705,575.21 
Accrued Income and Other Resources P 
Branch Buildings and Leasehold Improvements 
Customers’ Liability on Acceptances and 
Letters of Credit 


LIABILITIES 

Deposits: 

Commercial, Bank and Savings 

United States Government 

Other Public Funds... 
Accrued Expenses and Other Liabilities 
Dividend Payable August 2, 1954 . 
Dividend Payable November 1, 1954 
Acceptances and Letters of Credit . 
Capital Funds: 

Common Stock ($10.00 par value) 

Surplus... . a eee 

Undivided Profits 


$1,496,882,390.89 
115,718,066.36 
44,503,255.50 


$ 22,500,000.00 
57,500,000.00 
13,974,048.21 


JUNE 30, 1954 


$ 385,090,959.46 
819,002,498.55 
119,784,013.92 


430,427,058.87 
8,621,314.29 
5,793,331.42 


1,562,861.87 
$1,770,282,038.38 


$1,657,103,712.75 
15,391,415.55 
1,125,000.00 
1,125,000.00 
1,562,861.87 


93,974,048.21 
$1,770,282,038.38 


United States Government Securities carried at $184,096,106.13 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $11,661,189.09 of the 
Treasurer—State of Michigan, and for other purposes required by law. 


BOARD OF DIRECTORS 


CHARLES T. FISHER, JR. 
JOHN B. FORD 

B. E. HUTCHINSON 
BEN R. MARSH 

JOHN N. McLUCAS 

W. DEAN ROBINSON 
NATE S. SHAPERO 





R. PERRY SHORTS 
GEORGE A. STAPLES 
DONALD F. VALLEY 
JAMES B. WEBBER, JR. 
R. R. WILLIAMS 

BEN E. YOUNG 


44 OFFICES IN METROPOLITAN DETROIT 
Garden City « Harper Woods « Inkster « Livonia « Plymouth « Wayne 


Member Federal Deposit Insurance Corporation 
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MAIN OFFICE—WOODWARD AT CADILLAC SQUARE—DETROIT 32, MICHIGAN 
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venience of “one charge, one bill, 
one payment” brought in new 
charge customers. Again we seem to 
be back to our 3-legged stool. No 
one of the methods mentioned alone 
will do the trick. 


Some Basic Mechanics of the Plan 


Our credit application is a simple 
one, (Exhibit 1) yet it contains suf- 
ficient information to enable us to 
set a credit limit for each applicant. 
We have found the merit system 
most helpful in pre-checking and in 
selecting customers from our many 
applicants. Credit checking proce- 
dure with us is as follows: (1) 
Clearing through the local credit 
bureau, (2) Checking our own ex- 
perience, (3) Verifying employment 
and salary. 

A study of a properly cleared 
application enables us to readily set 
a limit which our experience shows 
should be no more than one-half of 
a weekly salary in our area. This 
gives us a safe limit until sufficient 
ledger experience is obtained. Over- 
extension at this point accounts 
for most losses. 

Customers are given two types 
of charge accounts—a regular ac- 
count which is to be paid 10 days 
after receipt of their bill, and a 
budget account which may include 
all purchases of $30 or more made 
in a single day in one store, payable 
in 3 installments. 

We endeavor to clear all applica- 
tions within 24 hours. Upon ap- 
proval a credit card is sent to the 
applicant, together with material 
explaining Central-Charge, billing 
procedure, and a list of member 
merchants. (Exhibit 2). It was 
found advisable not to leave the 
explanation of terms to the mer- 
chant or his sales help if we wished 
to keep our collection problems at 
a minimum. Applicants for charge 
accounts, not meeting our credit re- 
quirements, are so notified by mail 
and are given an opportunity to visit 
us in person to discuss the situation. 

Our credit cards contain only an 
account number. No names or ad- 


Since 1933 
ESTATE APPRAISALS 


For Tax & Insurance Purposes 
Specialist in Residence Furnishings, 
Art, Jewelry, Paintings, Oriental Rugs. 


HERBERT H. GALKA 


Works of 


88 University Place New York 3, N. Y. 
Member of Appraisers Ass'n of America 


FREDERIC L. VESPERMAN 


dresses appear on them, thus the 
loss of a card does not raise a prob- 
lem as the finder does not have 
the name and address of the owner 
and is not able to use it. To date we 
have had no losses through the mis- 
use of lost cards. 

Authorization of customer’s pur- 
chases is a relatively simple matter. 
The purchaser presents his credit 
card upon completion of his pur- 
chases. Each merchant is allowed a 
floor limit of $5. Sales over this 
amount must be cleared through 
the charge department. Pertinent 
information regarding the sale is 


copied by the clerk as it is given by 
the merchant over the phone. The 
customer’s account is checked and a 
code number is given as an OK for 
the sale. This dated slip with the 
code number is then deposited in 
the customer’s pocket until the sales 
slip is sent in by the merchant. The 
sales slip or the memo are used to 
control customer’s purchases. Cus- 
tomers exceeding their limit are 
contacted regarding additional pay- 
ments. 


Collection Effort Required 

No matter how carefully we select 
the risk, of one thing we can be 
certain—there are bound to be col- 
lection problems. At this point it is 
worth repeating that half of the 
collection problem is taken care of if 
the terms of payment are explained 
to the customer. To illustrate this, 
we experienced collection difficul- 
ties with our budget accounts, and a 
study showed our customers were 
being given wrong payment infor- 
mation by the merchants. A simple 


-form is now sent out upon the re- 


ceipt of the budget sales slip giving 
payment dates and amounts due. 
This has helped collections of these 
items. 

Collections in a charge plan 
operation cannot be approached on a 
“pay up or else basis.’’ While it is 
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true that on each of our statements, 
terms are clearly stated, bad pay- 
ment habits carried over from other 
retail relations show up in some of 
our customers’ payment habits. We 
all have inherited retail charge 
customers who think, “Well, Ill 
send him $10 on account, that 
should keep them quiet for awhile.” 
Many of these customers can be 
educated to the value of a prompt 
payment record. 

We have found a firm persistent 
handling of delinquents will take 
care of most of them but of course 
not all. There will always be a stub- 
born few who will require outside 
action. No collection effort is at- 
tempted until after 30 days, then 
a reminder notice is sent—‘“Have 
you overlooked, etc.” After 40 days 
a typed notice is sent requesting 
payment. At 50 days a phone or 
personal call is made and the im- 
portance of payment is stressed in 
a firm polite manner. 

The collector endeavors to get a 
definite promise as to date of ex- 
pected payment. If such payment is 
not received, a telephone call or 
letter is used to follow-up and re- 





“lll make an exception in your case, Vibley, 

instead of firing you for this gross error I'm 

transferring you from cashier to elevator 
three—" 


mind the delinquent of his obliga- 
tion. Subsequent follow-up must 
depend on the customer’s response 
at this time. Here it seems appro- 
priate to again stress the value of a 
low credit limit until some ledger 
experience is gained. 

Personal calls at the home or 
place of business of the delinquent 
after 50 days are in order and fre- 


Now Commercial Bankers can get 


EXCESS BLANKET BOND CATASTROPHE PROTECTION 
WITH NEW COVERAGE FEATURES... 


at reduced, low rates! 


Indemnity’s new excess Blanket Bond 
insurance gives you catastrophe protection above 
a specified amount, based on total deposits, at a 
substantial reduction in cost. The retroactive fea- 
ture of this excess coverage makes it applicable 


to discovered losses, regardless of when they may 


have occurred. 


PROTECT WHAT YOU HAVE© 
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quently used with good results. It 


dishonesty only. 





can be expected that about 50% of 
our accounts will require collection 
effort at some time. If the work is 
not handled tactfully the resulting 
loss of charge customers to your- 
self and the merchant can be seri- 
ous. 


On the other hand laxness in col- 
lection effort can only result in 
heavy chargeoffs and perhaps the 
ultimate dropping of the charge 
plan. Many times the cultivation of 
the so-called marginal risk is the 
difference between profit or loss. 

If at first you do not make a siza- 
ble profit from your charge plan as 
a department of the bank, you will 
reap many other benefits that make 
the plan an important part of pro- 
gressive banking. Merchants will 
continue to join as they see how 
they will benefit. 

A very profitable relationship has 
developed between our bank and 
member merchants, resulting in the 
transferring to our bank of checking 
accounts, and requests for business 
loans and other desirable business. 
Cultivation of these merchants can 


Another advantage of this new coverage is that 


you are able to buy excess protection on employee 


Ask your Indemnity Company Agent for de- 
tails on this new money-saving Blanket coverage, 
and how easily it can be fitted into your existing 


protection program. 
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this sensational 
demonstration 
in your office 





3 copies of any letter on 
your desk...made in 1 minute 
..-for less than 4¢ a copy 


You'll see how easily it’s done with the 
Kodak Verifax Printer—a completely 
different type of copier—now being 
distributed nationally by Recordak 
Corporation. 

Your local Recordak representative 
will show you how anyone in your 
office can copy your records on non- 
sensitized paper—instead of specially 
treated papers; and get 3 or more cop- 
ies, instead of 1, from each sheet of mat- 
rix paper. No adjustment in your room 
lighting is required —another plus! 

Your savings in retyping costs, alone, 
will soon exceed the low price— $240. 


CEE=> copying saves 


wherever there’s paper work... 


let your local Recordak representative 
show you how. Prompt service from 
any one of Recordak’s 29 offices! 


-—-MAIL COUPON TODAY--~= 


Recordak Corporation 

444 Madison Avenue 

New York 22, N. Y. 
Gentlemen: Please send free 
Verifax folder and address 
of nearest Recordak office. 
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be made by bank officers as a nor- 
mal part of their new business con- 
tacts. The charge department 
manager can develop further busi- 
ness here as he regularly visits 
merchants by outlining the various 
banking services. 


Our merchants program has con- 
sisted of planning and conducting a 
sales training school, merchants 
meetings with guest speakers, and 
the Charge manager meeting with 
store sales help to educate them in 
the use of Central-Charge. We make 
it a point to send merchants a copy 
of all customer relations material. 
These activities all paid off in in- 
creased sales and business. 

The processing of merchants sales 
tickets, etc., is part of a mechanical 
bookkeeping operation. This phase 
of the charge plan’ operation we 
have not covered inasmuch as such 
operations, in some form or another, 
are not new to banking. 


Our merchant deposit envelope 


| (Exhibit 3) has been condensed to 


keep this operation as simple as 
possible for the merchant. The top 


is perforated to tear easily for’ 


opening and filing. 


Customer Relationship 


We have found “cycle billing,” or 
“alphabetical billing” as we call it, 
to have certain advantages over the 
first of the month billing. Most im- 
portant is that it enables us to stag- 
ger our billing load, gives the girls 
smaller controls to work with, and 
provides a more even flow of work 


Before Installing a Charge Plan 
Check These Five Points 


1. Is the sponsoring bank willing 
to break even on a charge opera- 
tion and take side benefits as their 
profit? 

2. Are community merchants at 
least interested in such a plan? 


3. Are potential customers charge 
conscious? 


4, Is there a good retail-minded 
man available to head the plan? 
If so, is he sales conscious? 


5. Are you willing to depart from, 
"at least in this operation, some 
time-honored banking traditions? 
} If the answer to all of the above 
is ““Yes,"’ your plan should succeed. 
A ‘Yes’ to 2, 3 and 5 seems to 
\be a must for a successful charge 
operation. 


1. Endorse all sales tickets without 
recourse. 
2. Deposi« this envelope at the col- 
lection window. 
3. Deposits accepted subject to 
count. 
4. Deposits subject to acceptance 
by the customer. 
5. Charge and budget saleslips to be 
grouped in separate envelopes. 
Number of Sales Tickets 
Total of Sales Notes , 


Less Service Charge—% Fy 


Total 5 


PLEASE ENDORSE ALI SALES NOTES 
REGULAR CHECKING DEPARTMENT 


FOR ACCOUNT OF 














EXHIBIT 3 


for the collector as the accounts be- 
come past due on a staggered basis. 


The purpose of any new service 
offered by a bank is twofold—first, 
to make a profit, second, to acquire 
new. customers for other banking 
services. Charge plans will even- 
tually show a profit, but the im- 
mediate results are definite and 
tangible, namely, prospective cus- 
tomers for checking accounts, sav- 
ings accounts and all types of loans. 
Encouraging the customers to come 
in and make their charge payments 
is a sure way to make them bank 
conscious. Thus encouraged, they 
soon come with credit and business 
problems. 

Charge customers must also be 
encouraged, through promotional 
material, to use their accounts reg- 
ularly. This is one phase of retail 
operation which is perhaps new to 
most of us. We have sent statements 
showing no balance due with nota- 
tions on them, and letters encour- 
aging the use of charge accounts 
with good results. 


Can a Charge Plan Succeed? 


Charge plans are still in their in- 
fancy, not all infants survive—some 
only through great struggle, but 
many grow to be healthy and ma- 
ture adults. So we look to our new 
bank baby with fond expectations. 
its success or failure rests with a 
new type of banking men—the re- 
tailer-banker. 
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; Cash and Due from Banks . . . . . « « « $1,372,624,418.89 
<2 U. S. Government Obligations . . . . . . = 1,267,914,789.71 
st, State, Municipal and Other Securities . . . . 579,420,233.30 
re I 0 Bs ok Sa ae ae ee a A 68,363,286.85 
- EAMG eke 6 eee 6 ed te et «Be 
* Accrued Interest Receivable . . . . .. « 14,833,453.13 
nd Customers’ Acceptance Liability . . . . . . 50,757,207.64 
Is~ Banking Houses . . . . «© « «© © © «© « 32,103,593.51 
a Other Assets . 2. 2 6 se ee © ee «©  10,072,341.58 
me $5,678,726,511.83 
nts | aes 
nk LIABILITIES 
ley ‘ 
ess Deposits eRe a ade ace ee ewe eee 
Foreign Funds Borrowed . . . «2. «© «© «© « 9,180,187.00 
be Reserves—Taxes and Expenses. . . . «© « - 28,612,680.61 
o EN in. 6) 0 a at 24,527,167.51 
tail Acceptances Outstanding . . . « « © « « 57,463,031.83 
- to Less: In Portfolio . «© « © © © © © © « @ 5,771,018.05 
nts Capital Funds: 
ta- Capital Stock. . . « « «» $111,000,000.00 
ur- (7,400,000 Shares—$15 Par) 
ints Surplus . . . «. « « « 219,000,000.00 
Undivided Profits . . .« +  60,299,390.72 
390,299,390.72 
re $5,678,726,511.83 
yme 
= United States Government and other securities carried at $487,691 ,260.00 were pledged 
ne to secure public and trust deposits and for other purposes as required or permitted by law. 
new 
ons. 
ha Member Federal Deposit Insurance Corporation 
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Cut your per item processing costs, increase volume 
without additional personnel, raise your profits—by 
placing your checking accounts on IBM checks. 

One bank, for example, saved $30,000 a year in its 


first two years of using IBM checks . . . increased the 
number of its special checking accounts by 60%. 


With the customer account number pre-punched 


and the amount subsequently punched, IBM checks 
result in... 


fast machine sorting of checks and deposit cards 
automatic control of overdrafts and uncollected funds 


Automatically pre-punched 


i 

4 

I positive identification and accurate posting of all items 
customer account number ! 

| 

a 


daily trial balances 
elimination of peak loads 
complete machine preparation of statements 


To learn more about the ways IBM checks can save your 
bank time and money, call the IBM office nearest you. 


IBM INTERNATIONAL BUSINESS MACHINES 
590 Madison Avenue, New York 22, N. Y. 
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By S. A. Engene and R. W. Cox 


Consumer demand for food and other farm products is holding fairly steady, 
but surpluses of some commodities continue to build up. As long as supplies exceed 
domestic and foreign requirements, prices will show little permanent advance. 
Farmers are still concerned with the cost-price squeeze. Cost of things used 
in farm production have declined only slightly and are likely to show little change 


in next few months. This situation calls for discriminating purchasing and more 
efficient management practices. 


Expect the volume of crops in 1954 to be about as large as last year. Feed 
grains make up a major proportion of the all crop volume--including the second 
largest corn crop of 3.3 billion bushels; a record return of 1,545 million bushels 
of oats; and a much larger than average barley crop of 373 million bu. Sorghums 
may be down some.’ Note: Hot, dry weather in the prairie states, if it continues, 
could drastically curtail the corn crop. 


Corn prices are averaging slightly higher than a year ago. They should 
continue fairly stable during remainder of summer. Supplies of "free" corn are 


relatively short. Prices of other feed grains are expected to decline seasonally as 
the harvest season draws to a close. 

Prospective wheat supplies of 1.9 billion bushels again set a new record. 
This supply is almost equally divided between the carryover and the new crop. This 
huge supply will press hard on prices. There is not much chance of prices moving 
much above the support level of $2.24 per bushel, farm basis. 


A national marketing guota of 55 million acres has been set for the 1955 wheat 
crop. This is the minimum permitted by law, and is sharply lower than the quota of 
62 million acres in 1954. 

A producer will be required to comply with all acreage allotments established 
for his farm in 1955 in order to be eligible for price support on wheat or any other 
crop produced on his farr. Experience shows that without cross compliance or 
provisions to guide the use of acres which are diverted under acreage allotment 
programs, these acres are likly to be planted to other crops which need or would 
soon need adjustments themselves. 

Producers are storing a high percentage of their wheat crop under the loan 
prograr. This is advisable if storage facilities are available. 


Supplies of food fats are building up to a peak. For the year beginning in 
October, stocks will about equal the record of last year and the 1954 output likely 
will set a new high. Peak production of soybean oil and a substantial increase 
in lard will more than offset reduced output of cottonseed oil. Butter supplies 
relative to demand continue in abundance even with the sharp drop in support price. 


An increase in harvested soybean acreage of about 17 per cent is in the 
picture even with the drop in the support level to 80 per cent of parity. For one 
thing the very favorable prices received for the 1953 crop are an encouragement to 
increased acreage. In addition, a significant amount of potential corn acreage 
has been diverted to soybean acreage because of the corn allotment program. 

With this increase in acreage and normal yields, the production of soybeans 
will be substantially above domestic and export requirements of 300 million 
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bushels. The latest estimate is about 350 million bushels. This means a sharp 
decline in prices received for the new crop. Prices probably will drop below the 
national support level of $2.22 at harvest time. The picture could change, however, 
if the Midwest drought continues much longer. 


Farmers increased their flax acreage by 25 per cent even with the drop in the 
support level from $3.79 to $3.14 cents per bushel. Part of this increase represents 
the shift from wheat to flax because of the wheat allotment program. 

Flaxseed production will likely be the second largest on record and well in 
excess of estimated commercial requirements. A substantial part of the crop probably 
will be delivered to Commodity Credit Corporation under the price support program. 


The U. S. has become one of the big owners of storage capacity. Commodity 
Credit Corporation now has accumulated emergency storage bins having a capacity of 
837 million bushels. In addition, ships in the moth ball stage are used for storing 
70 million bushels. The recent increase in government storage bins placed in 
wheat states has made the wheat storage problem much less acute. 


The 1954 spring pig crop was 135 per cent larger than the 1953 crop. Farmers 
intend to breed 10 per cent more sows for fall litters than last year. If these 
plans are realized, the two 1954 pig crops. will total 91 million pigs compared with 
the 82 million in 1953. 

The number of hogs slaughtered in the entire fall season will be greater than 
last fall, about in line with the 13 per cent rise in the spring pig crop. Much of 
this increase will be in the early months of the fall season. Last year hog 
Slaughter turned upward in August and hit its peak in November. The upturn has 
come earlier this summer. 


On the whole the sla ter picture looks like this: (1) larger late summer 
marketings than last year; (2) marketing of a smaller percentage of the spring pig 
crop in the ten weeks from late September through November; and (3) a general high 
marketing rate from October to December instead of a November peak as last year. 

The seasonal drop in hog prices which is under way will be more marked than 
usual. Prices will vary from week to week about this downward trend depending on 
the variability in weekly supplies. 


Look for about as many fed cattle to be marketed in the second half of this 
year as last year. Fewer cattle moved into feed lots in June, but earlier 
placements probably have lifted the level of feeding this summer to around that 
of last summer. 

Weather and feed conditions will have much to do with actual slaughter rate in 
late summer and early fall. Slaughter of cows, and of steers, heifers, and calves 
off grass will be greater under pressure of dry ranges and short feed supplies. 


More eggs are being produced than last year. The record production which is 
likely during remainder of year will hold prices considerably below 1953. The 
greatest percentage gain in output probably will be in August and September. 

Broiler prices have moved up recently but are under prices received at this 
time last year. Prices should be fairly stable for next few months. Demand is 
good at the relatively low prices. Supplies will continue abundant for some weeks. 

A_ large crop of turkeys is on the way. Prices will be depressed unless the 
Government steps in with a purchase or some other program. As yet, no definite 
decision has been made. 


Milk production has been averaging 4 per cent larger than a year ago. With 
normal pasture and crop conditions this summer and fall, milk output for the rest 
of 1954 probably will be close to the level of a year earlier. Prices received by 
farmers for milk and butterfat will continue near present levels except for seasonal 
increases in many fluid milk sheds. ; 

The total consumption of milk products on a per person basis in 1954 will be at 
least equal to if not greater than the 1953 level. This will mark the end of a 3- 
year decline in per capita consumption of milk products. 
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Surplus... 


MANUFACTURERS 
TRUST COMPANY 


Condensed Statement of Condition 
June 30, 1954 


RESOURCES 
Cash and Due from Banks 


U. S. Government Securities 

U. S. Government Insured F. H. A. 
Mortgages . . : 

State, Municipal and Public Secniities 

Stock of Federal Reserve Bank 

Other Securities : 

Loans, Bills Purchased ‘inal Deadnind 
Acceptances . 

Mortgages . 

Banking Houses ‘ 

Customers’ Liability for Aacegpianes 

Accrued Interest and Other Resources 


$ 863,752,462.54 
906,679,448.08 


86,223,753.54 
160,836,564.12 
4,511,700.00 
36,756,074.42 


862,093,127.52 
12,239,482.92 
15,826,676.21 
14,045,352.75 
9,144,785.17 


$2,972,109,427.27 


LIABILITIES 
- $ 50,390,000.00 
100,000,000.00 
. 33,953,852.39 $ 184,343,852.39 


Capital ... 


Undivided Profits 


Reserves for Taxes, 

Unearned Discount, Interest, etc. 
Dividend Payable July 15, 1954 . 
Outstanding Acceptances 
Liability as Endorser on Acceptances 

and Foreign Bills . . . .. . 
Other Liabilities . ace 
Deposits . . . «© «© «© ee © 


17,837,216.01 
1,889,625.00 
14,257,577.02 


10,544,234.52 
2,658,206.50 
2,740,578,715.83 


$2,972,109,427.27 


United States Government and Other Securities carried at $144,391,976.50 are pledged to 
secure public funds and trust deposits and for other purposes as required or permitted by law. 


Head Office: 55 Broad Street, New York City 


MORE THAN 100 OFFICES IN GREATER NEW YORK 


Member Federal Deposit Insurance Corporation 





‘What’s the Law? 


‘ Fictitious Payee 


Question: (a) Jones, a depositor, entered into an 
oral agreement with H and W in Illinois, whereby a 
corporation would be formed to which they would 
transfer the assets and good will of their business. 
Jones agreed to contribute $10,000 in cash, and stock 
was to be issued. Articles of incorporation were 
drawn and signed, and H was to complete the or- 
ganization of the company. Jones was informed in 
October that the corporation would be formed and 
placed in operation about November 1. Relying upon 
this information, Jones, on October 25, mailed a check 
drawn on N Bank payable to the corporation, and 
intended as the first payment toward his capital 
contribution. Subsequently, on November 1, Jones 
sent two other checks payable to the corporation. On 
the back of each check when deposited was the hand- 
written endorsement of the corporation. All checks 
were honored by N Bank. Subsequently, it was re- 
vealed that the articles of incorporation had not been 
filed until after the first of the three checks had been 
issued and that the corporation had carried on no 
business and had received none of the proceeds of the 
checks. Jones brought suit against N Bank to recover 
the amount of the three checks on the theory that 
the ‘endorsements were forgeries. N Bank did not 
challenge the validity of this theory, but it argued, 
first, that the validity of the endorsements was im- 
material because the checks were knowingly drawn 
to a non-existent payee and were consequently pay- 
able to bearer. Was N Bank correct? (b) In the above 
case, did the fictitious payee rule, relied upon by 
N Bank, apply to the first check? 


Answer: (a) Only in part. The principle relied 
upon by N Bank—the so-called fictitious payee rule 
—was clearly inapplicable to the second and third 
checks. For, at the time of their issuance, the in- 
corporation had proceeded to a point where, by 
Illinoi: law, corporate existence was beyond challenge 
except by the State of Illinois. (b) Yes. This check 
was payable to bearer. (Callaway v. Hamilton Nat’l 
Bank of Washington, 195 Fed. (2) 556) 


Passbook Subject To Explanation 


Question: Smith sued N Bank to recover an amount 
claimed to have been deposited by him on August 16 
in his account in N Bank; as evidenced by an entry 
made in the passbook by a teller. Smith claimed 
he made the deposit on August 16 and received a 
duplicate deposit slip therefor; that on August 21, 
the duplicate deposit slip was presented to the bank 
and the amount was entered in his passbook. N Bank 
contended that such a deposit was not made on 
August 16, but that the amount thereof was in fact 
included in a deposit made on August 18. Smith con- 
tended that when he was credited, in his passbook, 
with the amount alleged to have been deposited, N 
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Bank was bound thereby; that such credit was and is _ 
irrevocable and conclusive; and that N Bank was pre- 
cluded from offering testimony or offering facts in- 
consistent with the passbook entry. Was Smith’s 
contention correct? 


Answer: No. A depositor’s passbook is no more than 
a receipt for an amount deposited, and, like other 
receipts, is subject to explanation. (Rogliano v. First 
Nat’l Bank of Yonkers, 110 N.Y. Suppl. (2) 311) 


Consideration 


Question: Jones was overdrawn at his bank in the 
amount of $3,700. In order to keep Jones in business 
so that he might eventually pay his indebtedness to 
Smith, the latter executed a.30 day note payable to 
the bank in the amount of $3,700. In a suit by the 
bank on the note, could the bank recover from Smith? 


Answer: Yes. The Supreme Court of Maine held 


‘ that there was good consideration for the note, and 


that the bank was therefore entitled to recover. (First 
Nat’l Bank of Pittsfield v. Morong 82 At. (2) 98) 


Chattel Mortgage 


Question: N Bank had loaned Doe, a customer, $1,300 
on a chattel mortgage and note for the purpose of 
purchasing an-automobile. The car purchased by Doe 
was subject to a previous chattel mortgage given by 
the seller to a third person, but this fact was un- 
known to Doe or the bank at the time of the loan 
and sale to Doe. Upon discovery of the prior mortgage, 
Doe sued the bank for damages, claiming that it 
had owed a duty to him to ascertain whether the car 
was encumbered and had failed to make a proper 
search of the records. Was the bank liable? 


Answer: No. The bank would not be liable to Doe, 
since, even if it had been negligent, it owed no duty 
of care to him (First Nat’l Bank of Denver v. Jones, 
237 Pac. (2) 1082) 


Check Given For Gambling Debt 


Question: Would a check given in payment of a debt 
arising out of a gambling transaction and declared 
void by a Kentucky statute, be validated by a transfer 
to an innocent holder for value? 


Answer: No. The Kentucky Court of Appeals held 
that under the Kentucky statute, “the whole current 
of authority is that a check or other evidence of in- 
debtedness based upon a gambling consideration is 
absolutely void, and the obligor is not bound to even 
an innocent holder for value.” (Dobbs v. Holder, 242 
S.W. (2) 605) 


Endorser Without Recourse 


Question: Doe, an automobile dealer, sold a car to 
Smith, taking Smith’s promissory note for the pur- 
chase price. Doe then negotiated the note to N Bank 
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by an endorsement “without recourse.” The bank 
brought suit against Doe on his endorsement, having 
discovered that Smith, the purchaser of the car, was 
a minor and not liable on the note. Could the bank 
recover from Doe? 


Answer: Yes. The Supreme Court of Ohio held that 
in such a situation N Bank may recover against the 
endorser (Doe) since under the N.I.L. a qualified 
endorser (without recourse) warrants that all prior 
parties had the capacity to contract. (First Discount 
Corp. v. Hatcher Auto Sales, 102 N.E. (2) 4) 


Collection 





Question: A collecting bank presented a check to 
the drawee bank which paid it. Later, the drawee 
bank informed the collecting bank that the signature 
of its depositor, the drawer, was a forgery, and de- 
manded a return of the amount paid. Was the col- 
lecting bank liable? 


Answer: No. The general rule is that a drawee bank 
is bound to know its depositor’s signature, and will 
not be permitted to recover money paid on a forged 
signature from one who received payment in good 
faith. Exceptions: Where the collecting bank has been 
negligent in accepting the check under suspicious cir- 
cumstances, or received the check from a stranger 
without inquiry as to his identity. (Commerce- 
Guardian Bank v. Toledo Trust Co., 21 N.E. (2) 173) 


Bank Not a Collecting Agent 







Question: Oil Co. in Texas entered into a written 
agreement with Seed Co. for the sale of flaxseed. 
Oil Co. drew drafts upon Seed Co., payable in Phila- 
delphia at sight to the order of N Bank in Houston. 
Each of the drafts was deposited by Oil Co. in its 
account in N Bank, which accepted the drafts as 
cash items, and gave Oil Co. final and unconditional 
cash credit for the sum of the drafts, in accordance 
with a practice which had been in effect for 25 years. 
N Bank sent the drafts to C Bank in Philadelphia, as 
items to be collected for the account of N Bank, and 
not for the account of Oil Co. After Seed Co. paid a 
certain draft, it immediately attached the amount 
thereof in C Bank as the property of Oil Co., claiming 
that Oil Co. had breached its contract to deliver the 
flaxseed, and that Oil Co’s signature card with N 
Bank made N Bank a collecting agent for Oil Co. As 
a defense to the attachment action, N Bank contended 
that it had purchased the. drafts from Oil Co. and 
that it was not a mere agent for collection. Was N 
Bank correct? 


Answer: Yes. The Supreme Court of Pennsylvania 
held that C Bank held no property of Oil Co., as the 
drafts were purchased by N Bank which had given 
Oil Co. final and unconditional cash credit therefor. 
Thereafter, the drafts were the property of N Bank 
and could not be attached by Oil Co. (Falk & Co. v. 
South Texas Cotton Oil Co., 82 Atl. (2) 27) 
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False Financial Statement 


Question: Under the False Statements For Credit 
Act, recommended by the A.B.A., criminal penalties 
are imposed for making any false statement in writ- 
ing regarding financial condition in order to obtain 
credit. Would the giving of a worthless check violate 
such an Oklahoma statute? 


Answer: No. The Supreme Court of Oklahoma held 
that checks are evidence only of the amount of 
money the drawer has on deposit, and are not state- 
ments of his total resources. (Group v. State, 236 Pac. 
(2) 997) 

Liability of Bank Officer 


Question: Would a bank officer who knowingly per- 
mits a person to engage in check kiting on a bank 
of which he is an officer necessarily be guilty of 
“willful misapplication” and criminally liable under 
the Federal statute? 


Answer: No. In reversing a conviction by a lower 
Federal court, the U.S. Court of Appeals held that 
the Government must show both the misapplication 
of funds and that the officer permitted the misapplica- 
tion with intent to injure and defraud the bank. 
(U.S. v. Matsinger, 191 Fed. (2) 1014) 


Corporate Checks 


Question: Is the president of an ordinary business 
corporation presumed to have the power by virtue of 


his office to cash checks payable to the corporation’s 
order? 
Answer: No. Normally, the president is not the fiscal 
officer of a business corporation. Checks payabie to 
the corporation are ordinarily deposited in a bank 
to its credit. If occasion arises to cash a check payable 
to the corporation, this is accomplished on the en- 
dorsement of a formally designated fiscal officer. 
(Federal Services Finance Corp. v. Bishop Nat’! Bank, 
259 S.W. (2) 724) 


Stop Payment Liability 


The Supreme Court of Pennsylvania has held void 
as against public policy, a clause in a Pennsylvania 
bank’s stop payment order form, exempting the bank 
from liability for the inadvertent payment of a check. 
(Thomas v. First Natl. Bank of Scranton, 1954, Pa., 
101 Atl. (2) 910; reversing 96 Atl. (2) 196, reported 
in the December, 1953 issue; and affirming the lower 
court decision reported in the January, 1953 issue of 
Bankers Monthly) In New York, Indiana and Massa- 
chusetts, similar clauses have been held valid. But 
in California, Connecticut, Ohio, New Jersey and 
now, Pennsylvania, such clauses have been held in- 
effective and void as against public policy. Since the 
New Jersey decision (Reinhardt v. Passaic-Clifton 
Nat’l Bank, 1951, 89 Atl. (2) 742), the New Jersey 
Banking Act has been amended, effective July 25, 
1953, to give the bank an affirmative defense to an 
action brought against it by the drawer of a check 
for failure to stop payment. Florida has enacted a 
somewhat similar statute (1953). 
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Write to: PRESTON E. REED, Executive Vice President 


Financial Publie Relations Association 
231 South La Salle Street Chicago 4, Illinois 
39th ANNUAL CONVENTION 


Hotel Statler, Washington, D.C. 
Sept. 26, 27, 28, 29 and 30 
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A proving ground for nutritional research. 





Program Feeding - A Lending Opportunity 


HE GENERAL OFFICES, basic 
T heborstories, and the 738-acre 

research farm of the Ralston 
Purina Company of St. Louis have 
again been the scene of a series of 
tours and lectures designed to bring 
to the attention of bankers and 
dealers the results of their numer- 
ous experiments in the field of 
animal nutrition. 

Five groups of bankers from as 
many principal agricultural areas 
of the country made the two-day 
trip, in the course of which they 
saw many demonstrations of 
methods by which money invested 
in nutritional values can be made 
to count to the utmost in the pro- 
duction of meat, milk and eggs. 

Donald Danforth, president of the 
company, spoke to the bankers of 
the need of the farmer for the help 
and guidance which it was the pri- 
mary purpose of all their exten- 
sive research activities to supply. 
He also spoke of the farmer’s need 
for the credit required in the financ- 
ing of feed on a program basis. 
He referred to that need as an op- 
portunity for the development of 
business which would be helpful 
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and profitable to both the farmer 
and the banker, and to the com- 
munity of which both are a part. 

Mr. Danforth stressed the con- 
stantly growing importance of 
livestock and poultry production. 
The income from these sources, he 
said, had more than tripled during 
the period 1925-53, going from $5.5 
billion to’ more than $17 billion. 
The former figure was 49.7 per cent 
of the total farm income in 1925, 
and the latter 55.1 per cent of the 
1953 total. 

The formula feed business, he 
said, had experienced an almost 
phenomenal growth in this period, 
having expanded from an annual 
production of 9 million tons worth 
$400 million to 33.5 million tons 
worth $3 billion. Most of this 
growth (18 million tons) had oc- 
curred since 1941, and was largely 
due to the great advances that had 
been made in the science of nutri- 
tion and feeding. And that growth 
had given rise to increasingly large 
needs for credit. 

The speaker particularly em- 
phasized the soundness of loans 
meade for the purchase of these 





feeds, and cited these reasons: 


1. The security will normally 
increase rather than de- 
crease in value during the 
term of the loan. 


2. The period of greatest risk 
is also that of the smallest 
investment. The danger of 
loss to livestock and poultry 
is greatest during the first 
few days of the bird’s or 
animal’s life when feed con- 
sumption and hence the loan 
risk, is very light. 


3. Repayment depends not on 
the borrower’s ability to re- 
pay from wages or other in- 
come that may be cut off for 
any number of reasons, but 
on the marketing of the se- 
curity itself. This virtually 
eliminates the problem of 
repossession and sale of 
mortgaged property which 
itself may have greatly de- 
preciated during the period 
of the loan. 


The tabulation showing the com- 
pany’s production loan and loss ex- 
perience, reproduced on page 50, 
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Monroe offers you free/—a professional manual every 
bank can put to profitable use. It tells you how to use 
the Monroe Balance Scheduling Machine with Auto- 
mation* in your instalment credit system: a practical 
accounting method with a degree of automatic oper- 
ation never before possible! 

Here’s an informative booklet packed with useful, 
money-saving information. Procedures for automatic 
balance scheduling accounting are carefully detailed. 
An outline of an entire loan system is included. Various 
accounting records are well illustrated; for example, 
cards are reproduced to show the actual work done 
on a loan. 

Bankers everywhere have found this Monroe manual 
practical, complete. Monroe has reserved a copy for 
you free of charge. Just mail the coupon. 


Operators who M O N ROE 
know... prefer 

CALCULATING, ADDING, ACCOUNTING MACHINES 

August, 1954 


_ Now FREE Book tells how 
“AUTOMATION 


| Simplifies Balance Scheduling! 





Mail Coupon Below! 





*Automation—The Monroe exclusive that makes balance 


scheduling completely automatic. Once the operator sets the 
starting date and payment on the keyboard, the entire 
scheduling operation is completed automatically without 
requiring the operator's further attention. 


Monroe Calculating Machine Company, Inc. 
Publications Dept., Orange, New Jersey 


Please send booklet on instalment Credit Accounting Methods. 
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was offered as further evidence of 
the safety of loans made for the 
purchase of these feeds. It will be 
noted that the loss ratio has shown 
a tendency to increase in recent 
years. This, said Mr. Danforth, is 
accounted for by the fact that 
bankers throughout the country 
have had a long standing invitation 
to examine loans made to feeders 
in their respective areas, and to 
take over any in which they felt 
the credit risk was definitely 
superior. The loss ratios shown were 
therefore influenced to a consider- 
able degree by a continuing process 
of adverse selection. 

The efforts and findings of a 
newly appointed Purina Bank Plan 
Committee were explained in con- 
siderable detail. “During this last 
year the committee members who 
were unrestricted in subject or area 
have traveled far and wide. They 
have studied our own experience, 
collected experiences and sugges- 
tions from many bankers and at the 
same time studied the needs of 
feeders and dealers.” The recom- 
mended procedures which grew out 
of the investigations of this com- 
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Picture the name of your bank in en- 
during bronze or aluminum .. . the 
names of your personnel in handsome 
desk plates of the samedignified metal. 

Let us show you how we can give 
you the very finest signs, desk plates 
and bulletin boards to suit your every 
need . . . at most economical prices. 
Send : free illustrated catalog 













DESK NAMEPLATES 


2°*x10"" one line of copy $7.50 
22"'x10"" two lines of copy $9.00 
on bronze easel—other styles available 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., Inc. 


570 Broadway Dept. BM = New York 12, W. Y. 



























John C. Thompson, manager livestock research, tells bankers about the 
company’s research program. 


mittee made every possible and 
practicable provision, in the opin- 
ion of Mr. Danforth, for the needs 
of the feeder and the safety of the 
banker. 


If, however, it was felt that an 


additional safeguard was needed, 


it was suggested that a 5 per cent 
reserve account be established. 
Such an account had first been sug- 
gested to the special committee by 
a banker, primarily as means of 
lending additional assurance to 
those whose inexperience in this 
field would cause them to enter it 
with extreme caution. It was made 
clear, however, that the company 
did not feel that the reserve re- 
quirement was essential to a sound 
production loan plan. 

Mr. Danforth pointed out that a 


Total 


Year Production 
nina — ma 
1941-42 $ 4,863,727 
1942-43 3,853,687 
1943-44 3,346,779 
1944-45 3,794,374 
1945-46 3,335,761 
1946-47 5,760,188 
1947-48 9,454,642 
1948-49 20,531,380 
1949-50 20,994,623 
1950-51 31,513,437 
1951-52 44,342,382 
1952-53 39,595,141 

Tota! $191,387,121 





PRODUCTION LOAN AND LOSS EXPERIENCE 


mutually advantageous relationship 
established in the financing of a 
feeding program would be more 
than likely to lead to others ex- 
tending across the entire gamut of 
banking services. 


Referring to the mounting needs 
for credit which would grow out of 
the necessity for providing food for 
a population that was growing at 
the rate of 250,000 per month and 
would increase by some 40,000,000 
in the next twenty years, he went 
on to say, “. .. somebody is going to 
furnish it in your community just 
as somebody furnished all the 
credit needed for the purchase of 
automobiles when the automobile 
became standard equipment for 
every family . . . The decision is 
squarely in your hands...” 



































Bad Debt Per Cent 
Losses 
$ 5,904 12% 
542 01% 
6,947 21% 
15,508 16% 
79,484 39% 
47,140 22% 
103,356 33% 
77,606 18% 
114,653 29% 
$451,140 23% 
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e Savings deposits were up $750,000. Remington Rand specialists were 
brought in at the planning stage and 
records safe from fire followed through until the execution 
hip Thousands of banks have cut waste of the major changes had been com- 
fa motion in their bookkeeping depart- pleted. From this one source the 
ore ments by installing Remington Rand bank obtained a steel vault stack and 
ex- Safe-Ledger Files, Safe-Ledger cupboard units. Remington Rand’s 
t of Trays and Safe-Check Files. These Business Services Department set 
handsome insulated units combine up their safety deposit record sys- 
perfect working convenience with tem in Safe-Kardex cabinets. The 
eds fire protection at point-of-use 24 banking floor was remodeled and 
t of hours a day. Your ledgers and checks new counters installed. Bookkeeping 
for are right beside the bookkeeper, stations were equipped with Safe- 
y at ready for fast finding and filing. Ledger Files and Safe-Check Files. 
and When not in use, these vital records See Other improvements included a 
,000 are sealed behind insulated walls — A face-lifting for your MultiSort unit for alphabetic sort- 
vent safe from smoke, flames and water. bank at modest cost ing by account names; filing cabi- 
These Safe-Ledger and Safe- nets, including a special microfilm 
S * Check insulated units are certified | There’sarealcombination of beauty storage cabinet; and filing systems, 
just by the Underwriters Laboratories and utility in our mass-produced file folders and Super-Riter type- 
the and the Safe-Cabinet Laboratories stock counters for economical mod- writers...all from Remington Rand. 
e of to protect contents for one hour in ernization of old banks or new By selecting the best in operating 
bile fire reaching 1700° F. And since this branches. These lower counters pro- equipment and methods, officers of 
for is “point-of-use” protection, there’s mote friendly customer relations. | the Newport National have enabled 
n is no need to transfer your vital rec- Tellers get comfortable knee space, their personnel to meet efficiently 
ords to and from safes or vaults effort-saving long-life drawers with the demands of today’s business, 
daily. Exclusive Gray-Rite finish trays as needed, and space for win- They have also prepared well for 
blends with any surroundings...of- | dow machines. Many combinations future expansion. At the same time, 
= fers amazing resistance to scratches, | can be made to suit your particular |§ patrons can do business in the re- 
scuffs and cleansing alkalies...won’t needs. Counters can be lengthened _laxing atmosphere of an authenti- 
chip, peel or discolor. The Safe- _or rearranged later as your require- cally restored, traditional New 
Ledger File and the Safe-Check File ments change. England banking house. 
form a harmonious combination for Custom and semi-custom bank You can get all the details on this 
a self-contained unit-bookkeeping counters are also available in innu- modern success story by circling 
operation. merable variations — traditional or, CR922 on the coupon below. 
Whether you file checks centrally modern as you wish—in curved, p 
or with account records, it will pay angled or staggered arrangements Remington. tan 
to investigate this work-saving ap- to fit with your present equipment. | Room 1817, 315 fearth ine. New York 10 | 
proach to bank accounting. See your For a 16-page booklet, full of eg ; 
local Remington Rand representa- __ business-building bank layout ideas, | TOR, FC Ee the Meratare a | 
tive or send for free booklet SC672. _—circle X1440, a ; 
| ee —s | 
NEW— Check-Size Tip Top Tab Guides. ..especially developed for banks. | Title a | 
The last word in extra visibility... faster reference... longer | . | 
wear. These card inserts for efficient guiding of your check files are auto- | lank 
matically prepared by your address plates as a part of the regular pro- | Address =" 
cedure for opening accounts, heading up statements and other records...a 
big saving in time and labor. For free sample, circle Cat. No. 6459.19. : City __ — — Bil ; 
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MODERN SUCCESS STORY 
IN OLD NEWPORT, R. I. 


What results can your bank expect 
to gain from modernization and ex- 
pansion programs? Mr. C. C. Moore, 
President of-the Newport National 
Bank, provided concrete answers to 
fellow bankers in a recent year-end 
report to shareholders. 

This 150-year old bank reported 
an increase of $1,150,000 in demand 
deposits. Loans increased $1,000,000. 





Total assets rose $2,200,000. The 
“how they did it” story makes inspi- 
rational reading for any banker! 
The bank’s officers were facing the 
growing needs of an expanding com- 
munity when they launched their 
expansion and modernization pro- 
gram. Each step of the project had 
to be carefully planned so as not to 
interfere with the daily operations. 








News of Equipment and Supplict 


Binders Keep Magazines, Phone 
Books Clean and Easy to Use 


Magazine binders such as those 
offered by Tola Specialties shown 
herewith make an attractive and 
practical addition to any bank 
lobby, department lounge or recrea- 
tion room. 

Manufactured for every size 
magazine published, the binders are 
made of imitation leather over stiff 
binder boards. Durable and of high 
quality, they can be washed clean 
with a damp cloth. 

A patented mechanism holds the 
Magazine securely in place, keeps 
the book from turning, yet does not 
interfere with reading, and enables 
a quick change of copies. 

The name of the magazine is 
stamped in gold as illustrated, while 
your bank’s name will appear in 
gold below. Genuine 22K gold leaf 
is used for stamping. 


Also available are telephone book 
units. ’ 

Custom-made bindings are an- 
other feature of the firm’s wide 
range of products. Binders may be 
had in four colors—green, blue, 
brown and black. 

For added details about these low 
cost binders, write Tola Specialties, 


554 W. Adams Street, Chicago 6, 


Ill. 





MR. BANKER: 


What ile you oe i 7? 


We have complete files to help you secure 


whatever service you want. 


We will gladly help you — 


no charge for this service. 


Cua tact 
THE BANKERS SECRETARY 


Rand McNally & Co., P. O. Box 7600, Chicago 80, Ill. 


We want information on 
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" Push-Button Foot Bridge 


Marketed H-H-M Safe Co. 


An electrically operated bank 
vault door foot bridge has been in- 
troduced by the Herring-Hall- 
Marvin Safe Company. 

Controlled by a push button in 
the vestibule jamb, the bridge can 
be raised or lowered in 10 seconds, 
It will be furnished on all of the 
firm’s vault doors of over 3% inch 
thickness. 

The fourth in a line of exclusive 
push-button devices Herring-Hall- 
Marvin has incorporated in bank 
equipment, the walk eliminates 
time loss and inconvenience in rais- 
ing and lowering vault foot bridges 
by hand. 

For additional information con- 
tact the company at Hamilton, Ohio. 


Low Cost Bookkeeping Machine 
Added to Sensimatic Line 


Introduction of a new low cost 


bookkeeping machine, the Sensi- 
matic “50,” has been announced by 
the Burroughs Corp. 

Among the new features listed 
are automatic 15-inch front feed 
carriage, two crossfooters, 99,999,- 
999.99 listing and 999,999,999.99 
totaling capacity, and _ original 
ledger and statement posting in one 
operation. The two position control 





ALUMINUM COIN TRAYS 


FOR WRAPPED COIN 
Installed in more than 10,000 
banks since 1922. 
WRITE FOR CATALOG 


ARTHUR C. TAUCK & CO. 
402 Thernden St. South Orange, N. J. 
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panels can be set to control all 
machine functions of two distinct 
accounting jobs. 

The control panel, unique in ma- 
chines in this price range, is at- 
tached to the carriage and tells the 
machine to add or subtract, to select 
certain columns and print com- 
puted answers, to retain two totals 
simultaneously and to print in red 
or black. 

“Brain cells” of the control unit 
are steel fingers which are locked 
in a prearranged pattern and direct 
the machine automatically through 
a complete operation. 

Burroughs Corp., Detroit 32, 
Mich., will be happy to supply ad- 
ditional information. 


See Without Being Seen 


A new type of optical door viewer 
that gives a full 170 degree viewing 
area has been introduced by the 
Home Protector Manufacturing 
Company. 

The viewer, called Peek-O has a 
patented revolving feature which 
enables the user to get an extremely 
wide view of the outside area. Visi- 
tors can be seen from head-to-toe 
even if standing within just a few 
inches of the door—yet the person 
viewing cannot be seen by visitors. 

Peek-O, already in use in many 
banking offices, is installed by 
simply boring a hole in the door. 
It automatically adjusts to fit all 
standard doors. Precisidn built, the 
unit is smartly designed to har- 
monize with any door and is avail- 
able in all standard finishes. 

Literature and information are 
available by writing to the com- 
pany, 5315 W. Pico Boulevard, Los 
Angeles, Calif. 


New Phone-Type Intercom 
Services Bank of Any Size 


An ideal complement to the tele- 
phone exchange system in any bank 
is the new RCA Modernphone sys- 
tem that provides an open channel 
for internal messages while keeping 
phone lines free for outside calls. 


With the new internal system, 
speedy contacts can be made by 


simply lifting a handset and press- | 


ing a button. This sounds a buzzer 


on the called instrument, where, to | 
reply, it is only necessary to lift a | 


handset. 
Modernphone permits as many 
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Think how this photocopier 
could simplify your office work! 


This one compact machine does the whole joh—exposes, develops, prints! 


Copease* 


COPEASE 
COMPANY 


270 PARK AVENUE 
NEW YORK 17, NEW YORK 
BOX *BM 


PHOTOCOPIER 


COPEASE copies everything! Makes sharp, dry 
photocopies on all types of stock up to 14” wide. 
Exposes, develops, prints in jet black on snow 
white background from any kind of copy... 
colored stock, black and white, pencil, pen, etc. 
with little or no adjustment. One compact, eco- 
nomical machine does the whole job and does 
it in seconds. 


COPEASE uses a remarkable new paper that’s 
non-curling and light-resistant. You can use 
COPEASE adjacent to fluorescent light or even in 
subdued daylight! 


COPEASE is saving time, effort and money for 
many U.S. corporations, including many of the 
leaders in banking and finance. Makes legally 
acceptable copies of your important documents. 


Ask for a demonstration or mail coupon for 
details of COPEASE, the machine that (under the 
name of Develop Combi) has revolutionized 
office copying in more than 60 countries. 

* Trademark 


oo 


Gentiemen: Please send full details of Copease Duplex Photocopier, 
known abroad as Develop Combi. 





or 


Enz SsrRONG 
DUZITALL 
_~ Coin Wrappers 


Fill the need in those sections where it is the 
practice to wrap $20.00 in halves instead of 
the customary $10.00 quantity. They're 

extra WIDE and strong for wrapping all of 
the standard quantities of coins in reg- 
ular packages. Double size package 
for halves. 1000 to a box. Taper- 
Sey ed or gummed edges. @’ 


FOR FREE sa 


‘STEEL? &¢rR ONG 
. CURRENCY 
RACK — 
...and CASH CHECKS QUICKER 


A handy device that holds a moderate amount 
of bills of varying denominations rendered 
available for quick handling. Makes cashing 
, Of checks quick and easy. Enameted Aluminum 
Base, 6% inches square. Nickeled posts are 7 
inches high. Counterweight enameled metal. 


SEE YOUR DEALER’ 
. The €.L. DOWNEY CO. 
Bis RANNISAS MO: oe 
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simultaneous conversations as there 
are pairs of instruments in the sys- 


‘tem. Conference calls may be ex- 


tended to every station if desired, 
or two-way conversations can be 
kept completely private. No dialing 
is required, and “press-to-talk” 
buttons have been eliminated. 

Five categories of equipment that 
may be employed in various com- 
binations to meet requirements are 
available. Simplest of the systems 
is the Duo-Com, a single line phone 
system operating from a six-volt 
battery. 

The Modernphone “Minor” per- 
mits from two to six persons to 
communicate with one _ another. 
Banks desiring more’ extensive 
coverage may select the “Standard” 
Modernphone with phones equipped 


Electro-Pointer Sharpens 
Pencils Instantly 


Electro-Pointer is the name of 
this trim little electric pencil sharp- 
ener marketed by Stile-Craft Manu- 
facturers, Inc. 

Automatically activated by in- 
sertion of a pencil, the pointer 
sharpens instantly. Equipped with 
an easy-to-see front opening at the 
natural writing angle, the sharpener 
can be used quickly at any time in 
any location. 

Surrounding and controlling the 
front opening is a simple size- 
changing device, scaled for large, 
medium and small diameter set- 
tings. 

An interior setting allows the 
pointer to sharpen just enough, 
never permitting it to chew-up pen- 
cils, thus wasting both lead and 
wood. A large drawer that slides 
out easily without tipping, catches 


with 5, 10, 15, 20, or 30 buttons, or 
the more deluxe type “Executive 
Master.” Paging systems are avail- 
able as either separate functions or 
supplements to the handphone sys- 
tems. 

The final system in the RCA 
series is “Tele-Sound.” This is a 
system of fully intercommunicating 
telephones, plus _ loudspeakers 
located at strategic spots. File 
rooms, stock rooms, vaults, or any 
other location or facility can thus 
be linked together. 

More than 100 different systems 
can be adapted from the five basic 
units, thus providing a service for 
the needs of any bank. 

For further information address 
the Sound Product Section, RCA 
Victor Division, Camden 2, N.J. 


lead dust and shavings. 

Equipped with a rubber base, the 
sharpener will not mar furniture or 
slip, and operates without the need 
of bolts or brackets. 

Stile-Craft Manufacturers, Inc., 
is located at 1825 Macklind Street, 
St. Louis 10, Mo. 


Eheiho Peinlee 
AUTOMATIC 
ELECTRIC PENCIL SHARPENER 
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Stanley Stan-Guards Prevent 
Door-Jammed Fingers 


A safety device that protects your 
customers from the possibility of in- 
jured fingers while opening or clos- 
ing your all-glass doors has been 
announced by The Stanley Works 
of New Britain, Conn. 

Known as Stan-Guard, the safety 
stripping is already being used suc- 
cessfully on wood and metal frame 
doors. It runs the full vertical length 
of both the door and door jamb thus 
sealing off the danger area com- 
pletely. 

Made of Plastisol, a flexible, long- 
wearing, aluminum grey plastic, the 
device may be kept, clean easily 
with soap and water. 

Stan-Guards come in a variety of 
widths to meet the needs of the in- 



















Bank Building and Equipment 
Corporation of America has pro- 
moted EARL T. KLEIN and L. H. 
GUINGER to vice-president. In 1946 
Mr. Klein joined the corporation as 
a sales representative and was 
named director of sales in 1952. 
With the St. Louis firm for 25 years, 
Mr. Guinger has served the past 
year as a central coordinator for 
the company’s operations in North 
and South America. 











New customer relations manager 
for the Todd Co., Rochester, N.Y., is 
R. E. CARTER, Manager of the com- 
pany’s Chicago printing plant since 
1953. Replacing Mr. Carter in Chi- 
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PERSONNEL 


What does it cost to get a customer? 
No one knows because acquisition 
expense cannot be segregated. What 
does it cost to hold a customer? 
Again no figure, because keeping 
him happy cannot be expressed in 
dollars. However, the two combined, 
identified as ‘‘sales expense,’ can be 
measured and evaluated within 
reasonable limits. 


The one big factor in sales expense 
that is seldom examined is the 
cooperative effort of people in the 
organization who are not assigned 
to sales work. Almost any employee 
can help to keep sales expense down 
by recognizing and fulfilling the 
needs of the customer, thereby 
keeping him as a customer. Con- 
versely, almost any employee can 
increase sales expense and at the same 
time increase customer mortality by 
ignoring these needs. 


One of the immediate needs of a 
new bank customer is his initial 
supply of checks. If he can select 


' 


} 






If UXE 


CHECK PRINTERS 








dividual installation. Stripping is 
secured by aluminum anchor mold- 
ings that hold it tightly in place, yet 
permit complete freedom in the 
operation of the door. 

Further details may be obtained 
by writing The Magic Door Division 
of The Stanley Works, 195 Lake 
Street, New Britain, Conn. 


cago is S. J. RUEDENAUER, former as- 
sistant to H. F. WOLFANGER, who is 
superintendent of branch plants. 
The former office manager at Chi- 
cago, ERNEST LEWIS, has been named 
to the newly-created post of as- 
sistant manager. 


H. G. BEREAN has been appointed 
branch manager at the Baltimore 
office of Diebold, Inc., in which posi- 
tion he will have charge of business 
systems sales in that area. He 
formerly was assistant branch man- 
ager in the company’s Detroit of- 
fice. New sales manager for York 
Safe & Lock is D. L. BARNARD, former 
Diebold asst. dealer sales manager. 


WE MEET THE NEEDS OF YOUR CUSTOMER 


om what he wants “easily and 
quickly, and if he can get delivery 
promptly, and further, if what he gets 

leases him, then he most certainly 
is favorably impressed as he starts 
his bank relationship. New business 
men in banks tell us that they attach 
considerable importance to the 
handling of these initial orders, 
and they frequently express their 
appreciation when we handle them 
with dispatch. 


The easiest way to pick out a check 
is to refer to our catalog. There the 
customer will find a wide selection 
of styles and colors designed to meet 
almost any need, and in a matter of 
a few moments he can decide on the 
exact style of check and binding that 
is best for him. Over twelve thousand 
banks use our catalog. New business 
men carry it with them. It is probably 
the most complete book in use today, 
and when you order from it you 

et fast delivery and uniform quality 
ai our six manufacturing plants. 


Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 













CHANGEABLE LETTER 
OR EMBOSSED CARD 
NAME PLATES 


Also engraved, plastic and bronze 
plates. 


























Large selection to choose from. 






Send for illustrated catalog featuring 
the above, as well as Bulletin and Di- 
rectory Boards. 


ACME BULLETIN CO. 
37 East 12 St. 
New York 3, N.Y. 





















Postage Meter, Stacker Featured on New Mailing Machine 


A new machine offering all the 
advantages of the standard insert- 
ing and mailing machine model 
plus the additional benefits of a 
built-in postage meter and power- 
driven stacker is now on the market. 

Manufactured by the Inserting 
and Mailing Machine Company, 
Phillipsburg, N.J., the new unit is 
capable of preparing 3500 to 4500 
pieces of finished maii per hour 
with one operator at the controls. 

With this machine mass mailers 
can completely prepare all types of 
mail—including first class—in one 
continuous operation. Separate pay- 
ments of postage for each mailing 
is eliminated, as is separate pro- 


cessing of mail for inserting and for 
metering. The PM’s new power- 
driven stacker has increased capac- 
ity for envelopes, a factor which 
substantially reduces handling of 
finished mail by the operator. 


Capable of handling inserts of 
varying thickness (as well as vary- 
ing size), the unit is equipped with 
an error detector, which stops the 
machine and flashes a light at the 
trouble point. 

Like all other Inserting and Mail- 
ing Machine models, the new ma- 
chine is available with four, six or 
eight insert stations. It can be had 
in either the regular or the newly 
streamlined console cabinet. 





SURE-HOLD 
THE 
BEST 
AND 


SAFEST 
COIN BAG SEAL 


We have been sup- 
plying coin bag seals 
for over 40 years to 
Federal Reserve 
Banks, armored car 
concerns, U.S. Mints, 


and numerous bank- 
ing concerns all over 


the world. SURE- 


Pat. 


Pending 


Free Scales Provide New 
Advertising Medium for Banks 


Bank advertising has taken many 
forms through the years, but never 
the backs of standard weighing 
tickets, that is, until the Peerless 
Weighing & Vending Machine Com- 
pany introduced its series of scales 
modified for bank free use. 

The result of extensive bank re- 
search on the part of the company, 
scale advertising works like this. 

A free scale, with specially de- 
signed standard weighing tickets, is 
placed in the bank where customers 
can readily make use of it. 

Tickets for the scale range from 
completely “personalized” cards 
bearing the name and address of the 
bank and a set of ten of its own 
bank messages, to tickets that 
merely supply the free scale service 


on tickets that either have general 
bank messages, or no bank messages 
but have brightly colored pictures 
of stars of stage, screen and TV. 

In the case of the bank messages 
they are collated in sets of ten, so 
that no two cards bear the same 
message until the ten-cycle is com- 
pleted, and then the set repeats. 


HOLD is the best of i y* Vw Seales are decorated in par- 
them cil. Try thn Ee / 1 N ticularly dignified and restrained 
ot Ghee colors, to blend with any bank in- 
= terior. 

Address the company, 42-02 11th 
Street, Long Island City 1, N.Y., for 
further details. 





E-Z SEAL PRESS 
FOR MONEY BAGS 
Pat. Pending 
(The Only Perfect Sealer) 


Eliminates Fatigue—Perfect and legible 
embossings on each and every seal. 


SURE-HOLD SEAL 
APPLIED 


Send for samples and prices 


AMERICAN CASTING & MFG. CORP.—30 Main St.—Brooklyn 1, N.Y. 
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How to solve 


THE BIG FIVE sbatsnercme 
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The customer’s complete coupon book 
is created automatically as a by-product 
of prescheduling the loan ledger. Cou- 
pons and ledger bear identical infor- 
mation regarding each installment. 


Each installment coupon shows com- 
plete, legible information — account 
number, due date, amount of payment 
and balance before and after payment 
—reduces customer inquiries. 


Mailed-in payments have increased as 
much as 50% in some banking in- 
stances, because the customer has com- 
plete information, a durable coupon 
for mailing, a convenient record stub. 


imer 


imer-he 


t 


ron ae on a. 
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Again, banking experience shows that 
the simultaneous prescheduling of 
ledger and coupons, plus more mailed- 
in payments and easier window trans- 
actions, enable tellers to handle a 25% 
to 50% volume increase. 


Each posting of a payment is auto- 
matically proved on the payment jour- 
nal. Amount of any error is printed, 
localized for quick correction. 


and its all done on one 


Burroughs Sensimatic 


accounting machine 


Does the Burroughs Coupon-Ledger Plan 
solve your particular installment loan 
problems? Talk it over with your Bur- 
roughs man, or write Burroughs Corpora- 
tion, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 





Credit Men to Meet in Chicago 


Robert Morris Associates, the 
national organization of bank loan 
officers and credit men, will hold 
its 39th annual convention October 
3-6 at the Statler Hotel in Chicago. 
The organization’s president, Ted 
W. Johnson of Los Angeies, Calif., 
has announced that William T. Mc- 
Wade, vice-president of the Union 
Bank of Commerce, will be gen- 
eral chairman for the four-day 
meeting. 


Three-Story Cooling Tower 
For Irving Trust Building 

More than 200 men worked ten 
months to complete the Irving Trust 
Company’s air conditioning system, 
of which the three-story stainless 
steel crown shown here is a part. 
This superstructure, which provides 
for the cooling of condenser water 
at the top of a system extending 54 
floors down to the vaults below, 
may be seen for miles as it catches 
the rays of the sun. 


The Clock Stays 


For many years the clock on the 
corner of the Security National 
Bank building faithfully helped 
Raleigh, North Carolinians tell the 
time of day. Recently the bank de- 
cided the old clock needed fixing 
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Overnight Check Clearing Plan Proves Successful 


The conclusion on July 1 of the 
first year of operation of the Nassau 
County Clearing House Association 
has prompted an announcement by 
John D. Dunne, executive secre- 
tary, that the plan is an established 
success. Its obvious benefits to 
the public and to the participating 
banks, said Mr. Dunne, give posi- 
tive assurance of its permanence. 

As reported in the announce- 
ment, the advantages of the actual 
overnight clearing are many:— 
funds are able to flow throughout 
the county as rapidly as in the 
big financial centers—check kiting 
is virtually eliminated—it speeds 
return of unpaid items, a most im- 
portant credit data item for business 
—it lessens time working capital 


up. But this would be expensive. 
President C. M. Vanstory Jr. won- 
dered if the people of Raleigh ap- 
preciated the clock enough to 
justify the outlay. There was only 
one way to find out: By a vote. 
So ad-agency Brartham & Co. 
made up a ballot on which the citi- 
zenry could exercise its franchise 
“for the clock” or “against the 


need be tied up in uncollected 
funds. All of these gains are shared 
by all depositors, directly or in- 
directly, and accrue to the benefit 
of the county and the general pub- 
lic. 

The plan was developed by a 
committee of the association under 
the chairmanship of Grant Van 
Sant, Jr., president of the Valley 
Stream (N.Y.) National Bank and 
Trust Co. with the close collabora- 
tion of the Federal Reserve Bank 
of New York. 

Bankers who are interested in 
the possibility of establishing a 
similar plan in their own areas are 
invited to address their inquiries to 
the association at Heger Hall— 
Hofstra College, Hempstead, N.Y. 


clock.” Under strict elections rules, 
anyone alive could vote, including 
“customers of our competitors who 
bank elsewhere but get free time 
from our clock.” However, no per- 
son was allowed to vote more than 
once any one day. 


Last month the faithful clock’s 
continued existence was assured by 
a landslide 2,564 to 3 count. 
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Wachovia Bank and Trust Com- 
pany of Winston-Salem, NC. 
recently observed its 75th anniver- 
sary, and in recognition of its 
service to the community, the 
Winston-Salem Chamber of Com- 
merce presented a citation to the 
bank’s president, ROBERT M. HANES. 





























In the banking department of 
Continental Illinois National Bank 
and Trust Company of Chicago, 
GEORGE F. KERNAN and FRANK C. 
RATHJE, JR. have been promoted to 
vice-president and assistant cashier, 
respectively. Mr. Kernan was for- 
merly a second vice-president. Ad- 
vanced from assistant cashier to 
second vice-president was HERBERT 
O. MEYER of the bond department. 
JAMES W. ASHLEY is the newly 
elected assistant secretary in the 
trust department; while both c. 
STANLEY BATTLES and LEO B. ENGE- 
The manifold tasks involved in occupying the role of host to the preci: prepirasr re 
Annual Convention, to be held at the Fairmont Hotel, San Francisco, anaes 
October 18-21, of the National Association of Bank Auditors and : 
Comptrollers are in the hands of these members of the General Con- 


Planning the NABAC Convention 









































. : From Bank of America comes the 
vention Committee. 
news that ROLAND PIEROTTI has been 
Seated (I to r): Lenus J. Cardoza. assistant cashier, Bank of Montreal, San Francisco, | transferred from Washington, D.C. 
cted auditor, American Trust Company, San Fran- chairman, Transportation Committee. to San Francisco and appointed as- 
cisco, co-chairman, Registration Committee; Standing (I. to r.): Lawrence A. Wright, . ‘ 
ared Frank Ratto, vice-president and cashier, The assistant cashier, The National Bank of San © “Stant to President s. CLARK BEISE, 
in- San Francisco Bank, San Francisco, chair-" Mateo, San Mateo, co-chairman, Transporto- _‘filling the vacancy caused by the 
nefit aos poeta on arn —— tion Committee; John“M. Tanzer, assistant recent retirement of R. P. A. EVERARD. 
erry, assistant vice president, Anglo Cali- : 7 : . ; 
pub- Prot reed onthe dion Avaesd cashier, Central Bank, Oakland, co-chairman, Mr. Pierotti had been serving as 
tary to General Committee; George W. rate asso a “9 Sy aoa mrt vice-president and Washington 
Meyer, assistant vice president, American acific Nationa nk, San rancisco, chair- : 
y a Trust Company, San Francisco, general man, Hotel Reservations Committee. representative for the bank. 
nder chairman; James J. Cambridge, auditor, 
Van Anglo California National Bank, San Fran- 
alley cisco, chairman, Reception Committee. 
d Roy C. Johnson, cashier, County First Na- 
an tional Bank, Santa Cruz co-chairman, Re- 
ora- ception Committee; John H. Goy, assistant 
Bank chief inspector, Bank of America N.T.&S.A., 
San Francisco, co-chairman, Finance Com- 
mittee; Heward Armstrong, general auditor, 
d in Federal Reserve Bank of San Francisco, San 
Francisco, chairman, Finance Committee; 
ig a Dalton Stern, assistant auditor, Wells Fargo 
s are Bank & Union Trust Co., San Francisco, co- . * * 
‘es to chairman, Ladies Committee; Howard A. to provide their Chicago 
, Leif, controller, Bank of America N.T.&S.A., . e ° . 
all— San Francisco, chairman, Program Commit. accounts with complete banking service, in a 
» £ tee; Edmund Galvin chief examiner, Federal ? ms 
Reserve Bank of San Francisco, San Fran- prompt, efficient manner. Our facilities are at 
cisco, co-chairman, Arrangements Committee; 
James J. Schrieber, assistant cashier, Bank ; 1 
isposal. 
of California N.T.&S.A., San Francisco, (par- —_ d P . 
rules, tially hidden between Cox and Chaney), 
udin co-chairman, Entertainment Committee; Sam 
eae | Cox, editor, Bonk of California N.T.8 CiTyY NATIONAL BANK 
fe, S.A., San Francisco, chairman, Arrangements 
time Committee. AND TRUST COMPANY of Chicago 
) per- Ira C. Chaney, auditor, Crocker First Na- 
. than tional Bank, San Francisco, President 208 SOUTH LA SALLE STREET 
NABAC, National Officers Counsel; William 
; P. Greene, assistant auditor, Hibernia Bank, (MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 
lock’s San Francisco, vice chairman; William O. 
ed by Sechser, controller, Oakland Bank of Com- 


merce, Oakland, chairman Publicity Com- 
mittee; David J. Loofbourrow, assistant 
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ELREY C. STROUSE has joined the 
staff of The Wilmington Trust Co. 
as a vice-president in charge of the 
installment loan division. He re- 
cently was vice-president in charge 
of the consumer credit department 
of the Commercial Trust Co. of 
Jersey City. 


Vice-President GRADY D. HARRIS, 
gr. of The Liberty National Bank 
and Trust Co., Oklahoma City, has 
been given the additional title of 
cashier. Mr. Harris, who will also 
serve as secretary to the board, 
fills the vacancy on the official staff 
caused by the resignation of HENRY 
CROAK as cashier. Mr. Croak re- 
cently purchased a controlling in- 
terest in the American State Bank 
at Midwest City and became its 
president. 


Promoted at Union Bank & Trust 
Co. of Los Angeles were Comp- 
troller WILLIAM WATSON, who was 
given the additional title of vice- 
president; ARTHUR R. HORNE, ad- 
vanced from assistant cashier to 
assistant vice-president; and HAR- 
VEY R. WALK, elected assistant cash- 





Contact 


Use our general banking facilities. 
Head Office 
Ote-machi, Chiyoda-ku, Tokyo, Japan 
Branches 
184 throughout Japan 
Overseas Offices 
London, New York and Calcutta 





Charles Bentley Edward M. Henry 


CHARLES BENTLEY has been ap- 
pointed director of personnel for 
the American National Bank and 
Trust Company of Chicago. He 
comes to the bank from The Chi- 
cago Regional Office of the Inter- 
nal Revenue Service where he 
served as personnel director. 


The Hanover Bank, New York, 
has a new vice-president in the 
person of EDWARD M. HENRY. With 
the bank since 1930, Mr. Henry is 
associated with the southern divi- 
sion and supervises the bank’s busi- 
ness in Alabama, Florida, Georgia 
and South Carolina. 


The National Bank of Blooming-— 


ton, Ill. recently rounded out 20 
years of banking. GROVER C. HELM is 
president. 


ARVEY J. IBBOTSON, ROY S. ADAMS 
and HOWARD R. MYERS have been 
elected assistant vice-president of 
The Philadelphia Saving Fund 
Society. 


Appointed assistant cashiers at 
The National City Bank of New 
York recently were ARTHUR C. MER- 
RILL and HENRY MCC. GROSS, JR. Mr. 
Merrill has been placed in the 
domestic division at the head office, 
while Mr. Gross has been assigned 
to the Middle Western district and 
will travel throughout Minnesota, 
Wiscensin and Chicago. 


The Citizens & Southern Na- 
tional Bank has announced that 
WALTER S. CHEW and THERON SAULS, 
of the Macon branch, have been 
made assistant vice-presidents; 
while FRANK C. PINKSTON has been 
named assistant trust officer. Mr. 
Chew was formerly an assistant 
cashier and Mr. Sauls most re- 
cently headed the credit depart- 
ment. In Savannah, J. FRANK SCOTT 
and MRS. LALIA ZITTRAUER LEWIS 
were elected assistant cashiers. 


Valley National Bank in Phoenix 
has promoted MRS. MAE RUSSELL 
from assistant cashier to assistan‘ 
vice-president in the installment 
loan department. Named assistan‘ 
cashier in the same department was 
MISS DOROTHY GRIFFITH. Also pro- 
moted to assistant cashiers were 
MRS. BETTY SCIPES, placement as- 
sistant in the women’s personnel 
division, and JOHN E. DANIELS, re- 
cently transferred from the Safford 
branch to the home office. 


American Trust Co. in San Fran- 
cisco has announced GEORGE L. 
CARTER’S promotion to assistant 
trust officer and assistant secretary 
in the trust department. ROBERT J. 
GICKER has been made manager of 
the Fillmore-O’Farrell office; while 
JOHN G. LASH of the Modesta office 
and THOMAS J. LEE of the Tracy 
office have been named assistant 
cashiers. 


James Nicol Frank C. Carter, Jr. 

JAMES NICOL, who joined the staff 
of the First National Bank of In- 
dependence, Mo. as assistant cash- 
ier in 1941 and was later advanced 
to vice-president, was _ recently 
made chief executive officer of the 
bank and given the title of execu- 
tive vice-president. 


Named senior vice-president of 
the First National Bank in Dallas 
was FRANK C. CARTER, JR., a vice- 
president of that institution since 
1944. M. F. RICHARDSON, executive 
vice-president of the Hillcrest State 
Bank of Dallas for the last five 
years, has returned to the First 
National as a vice-president and 
senior loan officer. He started his 
banking career there in 1923 as a 
runner. An assistant cashier since 
last January, JOHN B. CLAYTON III 
has been moved up to assistant 
vice-president. GRAYDON T. HODGE 
of the business development staff 
has been elected assistant cashier. 


BANKERS MONTHLY 





fe 


pr 















t of 
illas 
rice- 
ince 
itive 
state 
five 
First 
and 
| his 
as a 
since 
N Ill 
stant 
|ODGE 
staff 
lier. 








JOHN E. EXTER has been appointed 
vice-president of the Federal Re- 
serve Bank of New York to succeed 
L. WERNER KNOKE upon his retire- 
ment September 1. A former mem- 
ber of the staff of the Board of 
Governors of the Federal Reserve 
System, Mr. Exter served as first 
governor of the Central Bank of 
Ceylon from 1950 to 1953. During 
the past year he has been chief of 
division in the department of 
operations—Asia and Middle East 
—with the International Bank for 
Reconstruction and Development. 


Central National Bank of Cleve- 
land has announced the election of 
D. D. scoTT, former assistant vice- 
president, to the office of vice- 
president. Also promoted was J. J. 
SCHULTZ, manager of the Rocke- 
feller office since 1948. Mr. Schultz’s 
new title is that of assistant vice- 
president. 


Julian O. Northcraft Colby A. Cogswell 


JULIAN O. NORTHCRAFT, former 
Ohio assistant attorney ‘general, has 
been appointed a member of the 
trust department of the Toledo 
Trust Co. With the attorney gen- 
eral’s office from January 1951 to 
April 1952, Mr. Northcraft was 
then recalled by the U.S. Navy to 
train reserve fliers and serve as 
legal and security officer. 


In the trust department of The 
Northern Trust Co., Chicago, COLBY 
A. COGSWELL and GEORGE B. MILNOR 
were elected second vice-president 
and assistant secretary, respec- 
tively. Formerly an assistant secre- 
tary, Mr. Cogswell handles institu- 
tional accounts in the department. 
Mr. Milnor has been with the bank 
since last February. 


Citizens Banking Company of 
Perrysburg, Ohio, celebrated its 
75th anniversary at a stockholders’ 
banquet recently. 
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Floyd O. Shelton 


John E. Russell 


In Honolulu, Hawaii, JOHN E. 
RUSSELL has been elected chairman 
of the board of Bishop National 
Bank. President and manager of 
Theo. H. Davies & Co., Ltd. in 
Honolulu, Mr. Russell has been as- 
sociated with the bank for 24 years 
as a director and later as a mem- 
ber of the executive committee. 


From The Fort Worth National 
Bank in Texas comes the news that 
FLOYD O. SHELTON, vice-president 
and trust officer, has been advanced 
to vice-president and senior trust 
officer. Other recent promotions in- 
clude those of Petroleum Engineer 
LEWIS H. BOND, JR. and JACK KELLY 
who were moved up from assistant 
vice-president to vice-president. 
Former Trust Officers J. D. BUCK- 
MAN, JR. and O. ROY STEVENSON were 
named vice-president and trust of- 
ficer. O. D. MCCAULLEY and EDWIN E. 
BEWLEY, JR. were advanced, re- 
spectively, from assistant trust of- 
ficer to trust officer and from 
assistant cashier to assistant vice- 
president. Both HARVEY G. BROOKS, of 
the personal loan department, and 
D. E. WALTON, manager of the bond 
department, have been appointed 
assistant cashiers. 


J. STEVENSON PECK. has. been 
elected an assistant vice-president 
of Union Trust Company of Mary- 
land, in Baltimore. With the bank 
since 1947 when he joined the new 
business department, he was made 
manager of the Charles Street of- 
fice in 1949 and appointed assistant 
to the president in 1951. In his new 
office Mr. Peck will continue his 
connection with new business. 


EDGAR P. BELDEN has been elected 
resident assistant vice-president of 
National Shawmut Bank’s New 
York office. Mr. Belden came to the 
bank in 1953 as a business exten- 
sion representative. 






First National Bank of Arizona, 
Phoenix, has made A. VICK SWANSON 
an assistant cashier at the head 
office, where his duties will be those 
of installment credit loan officer. 


A. CARL KRIEBEL, JOHN H. FRYER, 
GEORGE RANKIN, JR. and WILLIAM N. 
BOULDEN, each associated with the 
Chester-Cambridge office of The 
Philadelphia National Bank for 
more than 25 years, have been ap- 
pointed assistant cashiers of the 
bank. 


Three new assistant vice-presi- 
dents of Manufacturers Trust Co., 
New York, are HARRY J. CALLAN, 
MAX A. HAUSER and WILLIAM E.' 
REICHENBACH. All were formerly as- 
sistant secretaries. Promoted to as- 
sistant trust officers were GEORGE S. 
BAIRD and J. RUSSELL LEE. 


From State-Planters Bank and 
Trust Co., Richmond, Va. comes 
word of the appointment of MISS 
JEAN GUTHRIE as assistant to Ad- 
vertising Manager VIRGINIA VALEN- 
TINE. Miss Guthrie will edit the 
bank’s staff publication, “No Pro- 















We have again 
enlarged our Capital Funds 
— this time by $4.4 million. 


Capital, surplus and undi- 
vided profits now total over 
$22 million, more than the 
combined capital funds of 
all Arizona banks just five 
years ago. 


VALLEY 
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A new director for the Bank of 
the Manhattan Co., New York, is 
HENRY A. CAESAR, II, a partner in 
the firm of H. A. Caesar and Co. 
His father, HARRY I. CAESAR, recently 
resigned after serving as a director 
of the bank for 26 years. 


The Bank of California, N.A. re- 
cently celebrated its 90th anniver- 
sary. Although incorporated as a 
state bank in 1864, its history 
actually dates from the organiza- 
tion of the banking firm of Garri- 
son, Morgan, Fretz and Ralston in 
the fall of 1855. The bank was 
granted a national charter in 1910. 
‘Elliott McAllister, executive head 
since 1950, is the institution’s eighth 
president. 


A. M. STRONG, vice-president, 
American National Bank & Trust 
Co., Chicago, was recently elected 
chairman of the board of the Im- 
porters’ Association, Inc. 


Because of increased business, 
Arkansas Valley Bank, Pueblo, 
Colo. has appointed two new assist- 
ant cashiers, HENRY D. WILLIAMS 
and ARLO G. BEAMON. 








IT’S A GOOD IDEA 


... to advertise for new 
ond repect Time Sales 
business In your Payment 
Coupon Books. You reach 
your best prospects— your 
customers. The cost Is small. 
And your message Is sure 
to recelve the right at- 
tention. 


Inserts, placed in timely 
positions between cou- 
pons, will do the job ef- 
fectively and make your 
Payment Coupon Book an 
Invaluable selling medium 
as well as a collection form. 


Samples of whet we have done 
for others will be sent upon 
request. Write to head office: 
indianapolis 6, Indiana. 


Paul G. Yates, transit manager, is an enthusiastic advocate of the bags. 


City National, Kansas City, Mo., Introduces 
Special Remittance Bags for Correspondents 


Correspondents of the City Na- 
tional Bank & Trust Company of 
Kansas City, Mo., see red every 
time they use the special zippered 
cloth remittance bags which the 
bank provided for their use, but 
they like them just the same. 

The reason is the new bags, made 
of red cloth, are easy to use and 
give added security for the cor- 
respondent bank’s items in transit. 
Each bag will hold more than 500 
checks without cramming. 

Measuring 8 by 14 inches, the 
bags are made of heavy cotton, 
stoutly constructed and printed 
with the bank’s name and return 
address in black on the red back- 


Promoted to vice-president of Ist 
National Bank and Trust Co. of 
Paterson, N.J. was JAMES ANDER- 
SON, former assistant vice-president 
and manager of the bank’s Totowa 
office. 


Newly appointed officers at The 
First National Bank of Philadelphia 
are ROBERT C. DEMBERGH, assistant 
cashier, THOMAS W. SMYTH, trust 
investments officer, and RICHARD S. 
CRAMPTON, assistant trust officer. 
Before his promotion Mr. Dem- 


ground. At one end a zippered clos- 
ure may be sealed with a lead seal 
or fastened by running the cord of 
the address and stamp tag through 
a hasp fastener. 

Correspondents are furnished a 
supply of these bags and as they 
are received with remittances, the 
City National returns them to the 
customer bank in special paper 
mailing cartons. 

The bank reports it is very satis- 
fied with the new system citing the 
lower cost over large paper en- 
velopes and better condition of 
checks received as two important 
advantages. 


bergh was a staff member in the 
customer relations department. Mr. 
Smyth previously held the office of 
investment counselor; while Mr. 
Crampton moved into his present 
post after 23 years with Girard 
Trust Corn Exchange Bank where 
he had been an assistant secretary. 


A staff birthday party was a fea- 
ture of the recent observance by 
the Worcester County Trust Co, 
Worcester, Mass., of its 150th an- 
niversary. 
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HARRY GONZALEZ has been elected 
a vice-president of The Atlantic | 
National Bank of Jacksonville and | 
placed in charge of public relations 

and new business development. 






































JOHN B. GOODWIN has been elected 
a vice-president of the Bank of the | 
Manhattan Co., New York, where 
he will be in charge of the division 
representing the bank’s interests 
in Indiana, Michigan, Ohio and 
western Pennsylvania. 






CLUBTROLLER* pocket filing 
sheets and binder contain all the 
necessary ledger information for 
1000 accounts. Patents pending, 








los- 
seal 
i of < 7 6 
4 RAND M‘NALLY 
* 
as new Clubticller* system 
they 
the 
the Ben R. Meyer Frederic W. Rounds Rand M¢Nally has developed a new combination filing and posting system 
aper , which effects tremendous savings in record keeping time. First tested and 
igs Pern gr tengo proved in a large Chicago bank, now more than half a million Christmas 
atis- | of Los Angeles celebrated their 40th Club accounts are being kept on CLUBTROLLERS. 
y the § anniversaries together on July 1. The CLUBTROLLER Pocket Filing Sheet system eliminates all need for 
en- | On that date in 1914 the bank | maintaining ledger cards or ledger sheets. The use of the COUPON itself, 
1 of | opened for business under the name | _— which carries all the necessary ledger information, including date of pay- 
rtant | Of Kaspare Cohn Commercial and ment, account number, payment number and accumulated balance, serves 
Savings Bank with Kaspare Cohn as a perfect posting record when filed in the CLUBTROLLER. 
as president. Mr. Meyer was then a é , ' elle te d 
vice-president and director, and | Sorting of the coupons is reduced 90%! Coupons need only be sorte 
was advanced to the office of presi- | by color for each class, then by 100s. Thereafter it is a very simple and 
dent in 1916. He became chairman | _ speedy operation to insert the coupons of each 100-group into the correct 
n they i, 1950 and was re-elected to the | pockets since all are in view and easy to reach at one time. Thus the time- 
: a presidency early this year upon the | consuming numerical sequence sorting is eliminated. 
- death of President HERMAN F. This new system will save time and money for your bank — write for 
resent | “HY: further details on the Clubtroller System and on Rand M¢Nally’s full line 
rirard of Christmas Club Supplies. 
where FREDERIC W. ROUNDS, manager of 
etary. ‘te Woonsocket branch of The *Clubtroller Reg. U.S. Pat. Off. 
1 Industrial National Bank of Provi- 
dence, has been named a vice- | 
—_—, ™ ® RAND M‘NALLY & COMPANY 
cel” CHRISTMAS CLUB DIVISION 
ye The Upper Avenue National | 111 EIGHTH AVENUE, NEW YORK 11 P. O. BOX 7600, CHICAGO 80 
ih an-} Bank, Chicago, recently observed | ; 
its 25th anniversary. 
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At the Home State Bank of 
Crystal Lake, Ill., Cashier ROBERT B. 
BELLOWS has been given the added 
title of vice-president; while 0’DEAN 
G. CROSS has been promoted from 
assistant cashier to assistant vice- 
president in charge of the install- 
ment loan department. PAUL 
FREDERICK was advanced from as- 
sistant cashier to assistant vice- 
president and RALPH GREENER was 
made an assistant cashier. 


FREDERICK H. ROMMEL has been 
elected a vice-president of Chemi- 
cal Bank & Trust Co., New York. 
A former assistant vice-president 
in the customers’ securities depart- 
ment, Mr. Rommel succeeds Vice- 
President WILLIAM H. FRENCH, head 
of that department, upon his re- 
tirement. FRANK S. DIBRELL, of the 
personal trust department, and 


JAMES E. KENNEDY, of the pension 
trust department, have been ap- 
pointed assistant trust officers. 


At The Farmers and Merchants 
National Bank of Los Angeles, KARL 
T. HANES has been advanced from 
assistant cashier to assistant vice- 
president. Also promoted were 
JOHN R. OHMSTEDE, former manager 
of the real estate loan department, 
and MEL BUETHER, who has been 
associated with the bank’s customer 
and public relations activities in 
recent years. Both were made as- 
sistant cashiers. 


From Bankers Trust Co. in New 
York comes the news that H. CARL- 
TON WHITE has been promoted to 
assistant vice-president. Both c. R. 
BEDDOWS, JR. and EDWARD J. HOR- 
NICK have been advanced to the 
office of assistant treasurer. 


CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


Aug. 19-20—Western Regional Trust Conference, Hotel Statler, Los Angeles, Calif. 
Oct. 17-20—Eightieth Annual Convention, Atlantic City. 
Nov. 4-5—Midcontinent Trust Conference, Drake Hotel, Chicago, Ill. 


Nov. 29- 


Dec. 1—Third National Agricultural Credit Conference, Hotel Peabody, Memphis, 


Tenn. 


Dec. 16-18—National Credit Conference, La Salle Hotel, Chicago, Ill. 


STATE ASSOCIATIONS 


Oct. 11-12—Nebraska, Fontenelle Hotel, Omaha. 

Oct. 24-26—Kentucky, Brown Hotel, Louisville. 

Nov. 7-10—lowa, Ft. Des Moines Hotel, Des Moines. 
Nov. 18-20—Arizona, Arizona-Biltmore Hotel, Phoenix. 


OTHER ORGANIZATIONS 


Sept. 26-30—Financial Public Relations Association, 39th annual convention, Hotel Statler, 


Washington, D. C. 


Sept. 27-30—Mortgage Bankers Association of America, 41st annual convention, Conrad 


Hilton Hotel, Chicago. 
Sept. 30- 


Oct. 3—Association of Bank Women, national convention, Shamrock Hotel, Houston, 


Tex. 


Oct. 3-6— Consumer Bankers Association, Hotel Roosevelt, New Orleans, La. 
Oct. 3-6—Robert Morris Associates, annual convention, Hotel Statler, Chicago. 


Oct. 18-21—NABAC, 30th annval convention, San Francisco, Calif. 


Nov. 28- 


Dec. 3—Investment Bankers Association, Hollywood Beach Hotel, Hollywood, Fla. 


SCHOOLS 


Aug. 8-20—School of Consumer Banking, University of Virginia, Charlottesville. 
Aug. 22-27—Pennsylvania Bankers Association, Summer School, Pennsylvania State 


University, State College. 
Aug. 23- 


Sept. 4—4chool of Banking, University of Wisconsin, Madison. 
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Words can’t begin to spell out all the advantages of a checking ac- 


count. Paying bills by check is so simple, safe and convenient that 


it has become the almost universally accepted method. You can give 
your customers yet another advantage — the feeling of prestige that 
goes with checks lithographed on La Monte Safety Paper. The quality 
of these fine papers pleases your customers and also impresses those 
to whom your customers’ checks are directed. Your lithographer can 
show you samples of La Monte Safety Paper . . . or we will gladly 
send them direct. 


A Check Paper All Your Own 
Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such wnpivipuALizeD check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 
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- MR. V. F. MceCLELLAN, 
PRESIDENT, tells in the 
letter at right, how the 
National Unit Plan has 
raised efficiency and cut 
costs at the First National. 


“Our 


Unit 
Posting 
Plan 


returns 334% annually 
on our machine investment!” 


Since the National ‘‘135” requires only one 
form for both ledger and statement, and 
eliminates the use of all carbon . . . savings in 
stationery costs also result wherever this ma- 
chine is used. When this machine is used with 
the National Unit Posting Plan (instead of a 
Dual Posting Plan) saving of floor space also 
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of Mount Vernon, New York 


results because fewer machines are required. *TRADE MARK REG. U.S. PAT. OFF. 


Your nearby National representative will 
be glad to show you how you can benefit from 
the use of the National “135” and the 
National Unit Posting Plan. Call him today, 
his number is listed in the yellow pages of your 


phone book, or write us at Dayton 9, Ohio. ACCOR TINS MACHNNS 


ADDING: MACHINES + CASH REGISTERS 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


949 OFFICES IN 94 COUNTRIES 





